Pees; 


‘*Proven profits. That’s the magic in 
Marble Madness that really matters.’ 


—Shane Breaks, VP Sales 


The proof of a great system is a great 
game at a great (low) price. So if you 
thought there was nothing new worth 
buying right now, we've got sensational 
news: 

Test collections are proving Marble 
Madness a consistent top earner in 
both street and arcade locations across 
the country. 

In a wide range of typical street loca- 
tions, Marble Madness is a continu- 
ing #1 hit, averaging 50-70% better than 
the #2 game* 

In multiple arcade testing, Marble 
Madness is consistently ranking #1 with 
weekly collections averaging 40-50% 
better than the #2 game* 

Check with some operators who have 
Marble Madness. The numbers will 
make you believe in video games again! 


Players are crazy 
about Marble Madness 
It's hot and it's here now—earning great 
because it’s great fun for all types of 
players—male or female, young or old, 
novice or expert. 

Steve Harris, one of the expert players 
on the US. National Video Game team, 
said: “At the 1984 AMOA, the most 
challenging game was clearly Atari's 
Marble Madness. The concept is 
original. Get a marble (controlled by a 
Trak-Ball™) down an obstacle course of 
Zig-zagging pathways to reach the goal 
line before time expires.” 

‘When played by two contestants, it’s 
an entirely different game... more com- 
petitive and interactive.’ 


The Best thing about Atari 
System I is that Marble Madness 
is just the beginning. 
The sensational appeal of 
Marble Madness and the new 
Game Kits that will be follow- 


ing every 3-4 months is a . 
result of a wide variety forming games. It's a long term committment to 


of exclusive highly At a price excellence. | 
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Future Spy/Bally Midway 
Chinese Hero/Kitco 
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IF YOU’RE IN THE MARKET FOR USED GAMES 
CALL US 
WE HAVE WHAT YOU NEED 


CENTRAL DISTRIBUTING 


3814 Farnam Street © Omaha, NE 68131 


402/553-5300 


UP FRONT 


Bankruptcy of Ideas 


A man with a gun is a man who has run out of ideas. 
That’s what the writer G. K. Chesterton once noted. 

In this industry, however, when people run out of 
ideas, they resort to other extremes. 

When Stern Electronics ran out of ideas, it started 
making credit poker games. Then it went out of business. 

When Centuri ran out of ideas, it tried a different 
marketing approach. Then it went out of business. 

When Gottlieb ran out of ideas, it changed its name 
to Mylstar. Then it went out of business. 

When Gremlin ran out of ideas; it sold out to Bally 
Manufacturing. 

When Bally Manufacturing ran out of ideas, it 
started buying up other companies, like Gremlin. Now 
Bally’s talking about getting out of the business. 

Wouldn’t it have been a whole lot simpler just to 
come up with a good idea? 

I’ve been talking on a regular basis with a game 
designer of considerable merit who is nearly destitute. 
Reduced to working a newspaper route he’s been trying 
for several years now to peddle his pingame designs to 
game manufacturers. Even before videos busted, back 
when everyone was saying pinball was dead, this game 
designer insisted the game form still had great possibili- 
ties. 

But, he said, the manufacturers didn’t want to hear 
about it. The question wasn’t that they thought he didn’t 
have anything that would rejuvenate pinball play. Back 
then, they were just reluctant to discuss anything about 
pinball because videos were going so strong. 

Now that videos have busted, he says, they still 
don’t want to discuss new pinball ideas. Why? Because 
they’re afraid to take any chances. 

Seems the remaining manufacturers want to leave 
open their options to do what former companies have 
done—that is, get out of the business. Talk about con- 
fidence. 

The question here is not whether this particular 
game designer’s idea is good or bad, though I would be 
willing to bet that his persistence, in the face of such 
negativity, seems to indicate he might be on to some- 
thing. What is more notable is the reluctance of manufac- 
turers to take a chance. Where did all that money go that 
manufacturers said they were plowing back into 
research and development? 

If game companies like Milton Bradley, Parker 
Brothers, Mattel, Hasbro, Coleco, etc. can remain 
successful all these years by creating games for the 
public, doesn’t it make you wonder why it’s so hard for 
game makers in the coin-operated amusement industry 
to do the same? 

Major game companies like Parker Brothers and 
Milton Bradley and the rest don’t push the panic button 
or blame a poor sales year on the Big Dipper in the sky. 
They recognize that their fate is in their own hands. 

When the video game boom challenged board game 
play, what did these companies do? Their answer is on 
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the toy shelves. Now they have board games like Pac- 
Man, Frogger, Donkey Kong, Popeye, and so on. 

But has this industry shown that it can also adapt? 

Have you seen coin-operated Cabbage Patch video 
game in a smaller cabinet configuration for eight-year-old 
girls? 

Have you seen a single whodunnit murder mystery 
game that would capitalize off the market Parker 
Brothers has been serving for years with Clue? 

Have you seen a single Electronic Battleship game 
where the player tries to guess where the enemy ships 
are? 

Have you seen a single coin-operated chess, 
checkers, or backgammon game on the market that can 
play to different degrees of difficulty. 

On to other game types: Have you seen a single 
“Family Feud,” “The Price is Right,” “The Joker is Wild,” 
or other TV game show concepts tried in the coin-op 
market? 

Isn’t this the whole idea of research and develop- 
ment? To see what kinds of ideas can and cannot work. 
Presently everything is guesswork in this business. 

Trivial Pursuit sweeps the country as a board game. 
One company has the foresight to pick up on this trend 
and market a trivia game. What’s the result? A whole 
host of other companies now all making trivia games! 
Apparently we haven't learned anything yet. Where is 
the imagination? There are countless game ideas out 
there. The problem isn’t with the market, the problem is 
with the lack of imagination in this industry. The herd 
instinct among the present group of game manufacturers 
in this industry displays all the imagination of a gaggle of 
lemmings. And it’s reflected in the boring product they 
produce. 

Until the coin-operated amusement game manufac- 
turers realize that Space Invaders, Asteroids, Pac-Man, 
and other reaction-type games are not enough these 
days, and that the players want to be challenged in other 
ways— perhaps even intellectually!?— then this industry 
will continue its downward trend. 

Too many times I’ve heard manufacturers confide 
to me that players are not very smart. Too many times 
I’ve heard game makers say people don’t want to be 
challenged except in reaction-type ways when they 
deposit a quarter in a game. 

The depressed market should indicate just exactly 
how near-sighted that attitude is. 

Any industry that underestimates the intelligence of 
its customers will lose those customers. 


~ 
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David Pierson 
Associate Editor 


PLAY METER, March 1, 1985 


Letters to 
the editor... 


Boom to bust not new 


The two-part series “The Future 
Behind Us” is a remarkable docu- 
ment and stands as a monument to 
Ralph Lally and Play Meter. Never 
before in coin machine history has a 
decade been so dissected; the good, 
the bad, the ups, the downs. Only a 
publication that has the pulse of an 
industry could do it. It’s never been 
done before. 

Boom to bust is nothing new to 
coin machines. There was booms in 
1892, 1898, 1907, 1923, 1932, 1942- 
1945, 1948, and the ‘50's. In each 
case the driver was a new idea 
followed by a rash of similar 
machines. And, in each case, the 
boom was followed by a bust led by 
over optimism, over production, 
and under interest on the part of the 
players. The same situation has 
proven to be true once again, a fact 
clearly revealed in “The Future 
Behind Us.” 

But history tells us there 1s 
another boom right around the 
corner. If it has happened so often 
before, it will happen again. All that 
is needed is a new idea. Someone, 
somewhere, has the seeds of the 
next boom on paper or ona board. If 
our industry can offer anything to 
make “The Future Before Us’ a 
positive one, it is encouragement. 

Richard M. Bueschel 
Coin Machine Historian 
Northbrook, Illinois 
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Speed Zone 


We read about the Speed Zone 
from Imperial Investment Co. in 
your December issue of Play Meter. 
Could you let us have the address of 
Imperial Investment because we are 
interested in their machine. 

Robin Lim 

Marketing Director 
Unisource Pte Limited 
Singapore 


[Editor’s Note: We have gotten 
quite a few calls and letters for this 
address. So, we will take this oppor- 
tunity to print tt. | 
Imperial Investment 
1974A Douglas Blvd. 
Louisville, KY 40205 
502/588-0010 


Pay phones 


I am writing to you about pay 
phones. I need to know more about 
this subject and I figured if anyone 
knew, you would. 

I am considering starting a route 
but would like to know more con- 
cerning stats, etc. 

Jack Crittenden 
Urbandale, lowa 


[Editor’s Note: Last issue we pub- 
lished a complete rundown on all 
the current private pay phones on 
the market, as well as a state-by- 
state status report. As for checking 
out which telephones are best for 
you, we recommend you visit Play 
Meters AOE ’85, March 29-31. 
There you'll have the first oppor- 
tunity to see all the pay phones 
exhibited together under the same 


roof. | 


Something on your mind you want 
to vent? Got a gripe? Full of praise? 
Have a question? If you have 
comments on the coin operated 
entertainment industry, write to Play 
Meter. Our “Letters to the Editor” 
columns are dedicated to you, the 
operator/reader. 

All letters must be signed; tf 
requested, only initials will be used or 
the name withheld from print. Please 
include return address. (Although, for 
the sake of your privacy, addresses will 
not be printed.) All letters subject to 
standard editing. Be concise. 


NO 
FRILLS 
PRICES 


We offer the Largest Selec- 


tion of closeouts, used 
games and conversion kits 
at the Lowest Everyday 
Prices. 


10-Pin Deluxe (new) $1995 
Centipede 

Donkey Kong 

Front Line 


Kings of Steel 

Ms. Pac-Man 
Pac-Man 

Pole Position u/r... 


5 Pole Position Il s/d . 2195 


Punch Oufll ....... 2295 
Spy Hunter u/r 


CONVERSION KITS 
Cloak & Dagger ...$ 295 
Crystal Castle 
Do Run Run 
Drakton 
Driving Force 
Street Heat 
Super Basketball 
Ten Yard Fight 2P.. 

Time Pilot ‘84 


KIT DUO SPECIAL 


Time Pilot '84 + Cloak & Dagger 
ONLY $495 


The Game 
Exchange 


(THE ORIGINAL) 


1289 ALUM CREEK DRIVE (ou only ottice) 
COLUMBUS, OHIO 43209 
(614) 258-2933 


CALL TOLL FREE 
IN OHIO 
1-800-848-1514 
OUTSIDE OHIO 
1-800-848-0110 


Namco buys controlling 


interest in Atari 


Steven Ross of Warner Commu- 
nications and Masaya Nakamura 
announced that they have signed a 
definitive agreement under which 
Namco has acquired the controlling 
interest in Atari coin-op games 
division. 

The purchase came on the heels 
of large losses for the fourth quarter 
of 1984 reflecting big charges 
associated with Atari and other 
discontinued operations. 


In the summer of 1984 Warner 
sold the consumer division of Atari 
to Jack Tramiel, founder and former 
president of Commodore Interna- 
tional, a major competitor of Atari. 
Tramiel was not interested in 
making the coin-op division a part 
of the deal. Speculation spread 
about Atari’s future in the coin-op 
amusement industry. Then at the 
AMOA show in Chicago in October, 
Atari introduced two promising 
systems, Marble Madness and Paper 
Boy, raising the optimism in Atari’s 
future. 

Warner purchased Atari from 
founder Nolan Bushnell in 1976 for 
$28 million. At that time Atari was 
reporting net profits of $3.5 million. 
Profits rose to $2 billion in 1982 then 
sank to alittle more than $1 billion in 
1983 as the industry started a decline 
that is still continuing. 


Atari had moved to larger 
facilities in Milpitas California but 
was forced to return to Sunnyvale as 
revenues plummented. 

Atari had licensed games from 
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Namco in the past and employees of 
Atari are confident that the associa- 
tion will only help Atari. According 
to Ross, “Namco is clearly the top 
designer and producer of video 
games in Japan, as well as a world 
wide leader. | have known Mr. 
Nakamura for many years and have 
the highest regard for him and his 


company. | am pleased about the 
establishment of this venture and 
look forward to working with Mr. 
Nakamura in the coming years.” 
Nakamura said, ‘“‘We have had a 
positive relationship with Atari for 
many years and | look forward to 
future successes in the coin-operated 
video game business.” * 


Stern closes 


Stern Electronics of Chicago 
closed its offices on February 1. The 
company, plagued by financial 
problems, had filed for Chapter 11 
of the Bankruptcy Codes in July of 
1984, which calls for the company to 
submit a reorganization plan to the 
court while the court holds creditors 
at bay. 

However, Stern (and related 
companies Universal Research 
Laboratories and August Johnson 
Company) sent its creditors notices 
of Stern’s intent to convert the 
Debtor’s Chapter 11 proceeding toa 
preceeding pursuant to Chapter 7 
which is liquidation of assets. 


A trustee will be appointed by 
the Bankruptcy court to liquidate 
the company. The meeting was 
scheduled to be held on March 8. 


Stern Electronics was born when 
Gary Stern and his father Sam Stern 
bought Chicago Coin, an old 


company in the industry started by 
Sam Gensberg in the 1930’s. Stern 
grew by acquiring Universal Research 
Laboratories in late 1977 and 
purchasing Seeburg in 1980. 

However, Stern ran into financial 
difficulties in 1982 and got financial 
aid from long time distributor Al 
Simon. Though Gary Stern was 
adamant against the coin-op amuse- 
ment industry having any connection 
with gambling, Stern started manu- 
facturing gray area equipment in 
1983. When lasers looked promising 
to a sagging industry Stern intro- 
duced several laser games at the 
1983 AMOA, none of which were 
successful. 

Stern sold Seeburg to Ed Blan- 
kenbeckler in the summer of 1984. 

Stern joins several major manu- 
facturers in exiting the coin op 
amusement industry in recent 
times, including Centuri, Mylstar, 
and Sega. e 
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WE'RE GETTING READY 
FOR YOU! 


COME ON DOWN, Y’ALL! 
MARCH 29, 30, 31 


SHERATON NEW ORLEANS 


~N 


1985 a 


AMUSEMENT OPERATORS EXPO 


We're preparing for the best show we've ever had! New equipment to buy and sell. 
® new services to offer 
® new technical advances to learn about 
®@ new practical approaches to problem solving 

Everything to help you prepare for the industry expansion predicted for 1985/86. 


New Orleans in the spring is a marvelous place to see. The show exhibits and 
seminars will be exciting and profitable to you in a multitude of ways. 


START PACKING—WE'LL SEE YOU AT THE SHOW! 
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THE 
CALENDAR 


March 8-10 
South Carolina Coin Operators Asso- 
ciation Annual Convention/Trade 
Show, The Carolina Inn, Columbia, 
South Carolina. Contact Nita Byars, 
803/738-0652. 


March 24-27 
AMOA Executive Development 
Program, Session 1, Notre Dame, 
South Bend, Indiana. Telephone 
312/654-2662. 


March 29-34 
Amusement Operators Expo (AOE), 
New Orleans Sheraton Downtown. 
Telephone: 504/488-7003. 


March 30 
North Carolina Coin Operators 
Association General Membership 
Meeting, Raleigh, North Carolina. 
Contact Bobby Earp, 919/584- 
4833. 


April 13 


Washington Amusement & Music 
Operators Association General 
Meeting. Contact Yvonne Kline, 
509/457-5891. 


April 17-22 
Florida Amusement Vending Associ- 
ation Convention/Trade Show. 
Contact: Robert Rhinehart, 904/878- 
0134. 


April 26-May 1 
AMOA Executive Development 
Program, Session V, Notre Dame, 
South Bend, Indiana. Telephone 
312/654-2662 


May 9-11 
Ohio Music & Amusement Associa- 
tion, Hyatt Regency/Ohio Center, 
Columbus, Ohio. Contact Paul Corey, 
614/221-8600. 


May 11-12 
Indiana Amusement & Music Opera- 
tors Association, Indiana State Pool 
Tournament, Howard Johnson’s East, 
Indianapolis, Indiana. Contact David 
Dougan, 812/362-8217. 


May 17-19 
Wisconsin Amusement & Music Oper- 
ators Convention/Trade Show, Fox 
Hills—Michicot, Wisconsin. Contact 
Joe Phillips, 414/529-4704. 


May 30-June 2 
Amusement & Music Operators of 
Texas Convention, Hershey Hotel, 
Corpus Christi, Texas. Contact Don 
McCullough, 512/454-8626 or 
Vancie Todaro, 409/779-8666. 
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Bally mum on stockpile 
of lottery machines 


Bally’s video lottery operations 
manager, Norm LaMarre, has refused 
to confirm or deny that the Chicago- 
based game manufacturer is stock- 
piling thousands of video lottery 
games for test in other states. 

LaMarre said such information 
was proprietary, although he con- 
ceded other lottery states have 
expressed interest in video lottery 
games. 

The Bally video lottery manager 
said his company was not in a posi- 
tion to reveal if other states had con- 
tacted Bally about testing video 
lottery machines. Said LaMarre, 
““Any announcement like that 
would have to come from the indi- 
vidual states themselves.” 

Bally has run into criticism in 
recent months because of its in- 
volvement with the Illinois Lottery 
Commission. Bally, a major game 
manufacturer and a holder of 
numerous video game copyrights, 
has been incorporating video game 
themes on its player-activated lot- 
tery machines in that state to attract 
more players. 

When asked if the video lottery 


machines Bally might test in other 
States would incorporate video 
game themes to attract players away 
from coin-operated amusement 
devices toward the video lottery 
machines, LaMarre said, “‘As with 
any new product, the product may 
manifest itself in various sizes, 
shapes, and forms.” 


Operators, who are excluded 
from operating these machines 
which are operated under contract 
to the state by Bally alone, complain 
the video lottery machines are a 
threat to their businesses. 


The operators association, 
AMOA, recently issued a position 
paper against video lotteries, saying 
that the devices were unfair because 
they unfairly compete against 
operators. 


The manufacturers association 
has sidestepped a similar stand, 
saying an individual manufacturer’s 
use of his copyrights, even in payout 
gambling devices, is a normal out- 
growth of a manufacturer’s business 
activity and should not be re- 
strained. e 


Agreement in principle reached 


Leo Droste, executive director of 
the Amusement and Music Opera- 
tors Association (AMOA), said 
negotiations were held January 30 in 
Washington, D.C. between the Per- 
forming Rights Societies and AMOA. 


According to Droste, an agree- 
ment in principle was reached by 
the performing rights societies, 
AMOA, and the jukebox manufac- 
turers. It is being drafted for all 
parties to review and sign. 


No details were available but 
after the agreement is approved and 
signed by all parties, a joint state- 
ment will be issued. 


The Copyright Tribunal estab- 
lished a per jukebox annual fee of $8 


in 1978 but that fee has risen over 
500 percent and the annual per 
jukebox fee is now $50. 

Jukebox manufacturers and 
AMOA had proposed a one-time 
fee per jukebox of $50 on new 
phonographs and $25 for used ones. 

There has been an ongoing battle 
between jukebox operators and the 
performing rights societies, ASCAP, 
SESAC, and BMI because the per- 
forming rights societies feel opera- 
tors should pay more for the right to 
play music on jukeboxes. Operators 
argue that they are paying an auto- 
matic royalty fee on each record 
they buy. 

The current negotiations are to 
reach a compromise on this issue.@ 
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AMOA 
scholarship 


Under the sponsorship of 
AMOA’s Education Foundation, the 
Wayne E. Hesch Memorial Scholar- 
ship Fund is currently accepting 
applications from persons wishing 
to pursue educational opportunities 
in any field of study. 

Donations to the fund are 
welcome. If you wish to make a con- 
tribution to the Wayne E. Hesch 
Memorial Scholarship Fund, make 
checks or money orders payable to 
the Hesch Fund. All donations are 
100 percent tax deductible. 

To receive a scholarship applica- 
tion or make a donation, contact 
AMOA, 2000 Spring Road, Suite 220, 
Oak Brook, IL 60521. Telephone: 
312/654-2662. @ 


Coin Machine 
buys Rowe office 


Alexander F. Kress, president of 
Coin Machine Distributors - South 
Inc., Baton Rouge, Louisiana, is 
pleased to announce the purchase 
of the Rowe office in Kenner, 
Louisiana. 

Kress said the acquisition gives 
Coin Machine the exclusive Rowe 
franchise in all of Louisiana; Missis- 
sippi, from Jackson and all points 
south; Southern Alabama; and 
three counties in Texas. 

Harry L.Williamson, vice presi- 
dent and branch manager, an- 
nounced that all operations are now 
located at 11800 14 Industriplex 
Blvd. in Baton Rouge, Louisiana. The 
phone number is 504/291-5050 or 
toll-free in Louiaiana 800/633-6432 
and 800/262-5185 in surrounding 
states. 

Williamson announced that 
Roger Cooke, an industry veteran, 
will handle vending sales. Steve 
Russell, former parts manager with 
Rowe in Kenner, moved to Baton 
Rouge and assumed the parts 
manager position. 

Jamie Cason will continue as 
service manager. ® 
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THE TICKET DISPENSER 
—WITH EXPERIENCE 


U.S. Pat. 4272001 


DELTRONIC LABS DL-1275 Ticket Dispenser is now available in kits—for quick 
and easy installation on existing video, pinball and novelty games. 


For more than 7 years, top amusement manufacturers have relied on DEL TRONIC 
LABS for quality ticket dispensers, backed by prompt and efficient service. 


Now this time-tested dispenser is incorporated in kits for the same dependable 
performance on your present games. 


You can renew player interest with tickets for awards and bonuses—and keep them 
playing again and again and again! 


See us at ASI Booth #444. 


DELTRONIC LABS, INC. 


Eighth & Maple Avenue @ Lansdale, PA 19446 
215/362-9112 @ Telex 317054 


MARCH 29-31 


Y NEW 
EQUIPMENT 
=N SEMINARS 
1985 


EXHIBITS 


SHOWS 
COMING 


HOME! Y’ALL COME! 


FOR BOOTH RESERVATION cat. 504/488-7003 
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Hanson Distributing Co. of 
Bloomington, Minnesota, sponsored 
the $10,000 Dart Shootout Finals on 
January 11-13, 1985, at the Radison 
Hotel Metrodome in Minneapolis. 

The Dart Shootout is a tourna- 
ment program designed to promote 
electronic dart play at the location 
level and generate excitement 
among players and location owners. 
The Shootout format was designed a 
few years ago by Hanson in conjunc- 
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Some of the more than 600 shooters from five states 


tion with foosball and pool. It was 
recently resurrected to promote 
electronic darts. ‘“‘We’ve been 
establishing dart leagues through- 
out the five state area with our cus- 
tomers for the past few years, and 
the Shootout seemed like a natural 
addition to our promotional reper- 
toire with the darts,” stated Kirk 
McKennon, tournament director. 
The $10,000 finals are actually the 
culmination of 300 plus on-location 


who participated in these finals. 
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Hanson’s $10,000 
Dart Shootout Finals 


qualifying tournaments in five 
events held across the five state 
area. The top two finishers in each 
location tournament qualified for 
the finals. The on-location tourna- 
ment kit was designed by Hanson 
and made available to their cus- 
tomers. Shootout is a Hanson trade- 
mark in conjunction with this 
tournament program. 

Hanson Distributing brought in 
48 brand new English Mark Darts for 
the three day Shootout finals, in 
which more than 600 shooters 
participated. “Hanson has run hun- 
dreds of tournaments, at least a 
dozen major tournaments in pool 
and foosball, and I’ve never worked 
with a better group of people than 
we had at this Shootout Finals, 
claimed Kirk McKennon. 

All events consisted of best two 
out of three game matches, double 
elimination, 301 single in-single out. 

Rick Brinkman of St. Paul, 
Minnesota, showed championship 
style by taking first in two events. In 
Open Singles, Brinkman collected 
$300 by defeating second place, 
$225 finisher, Mike Minter of St. 
Paul; and Lane Helgeson, St. Paul, 
who took third for $175. Brinkman 
and Helgeson teamed up in Open 
Doubles and took a $350 first place 
with the aid of a Six-Dart-Out by 
Brinkman in the championship 
match. Make Minter and Stan Wart- 
man of St. Paul received $250 for 
second and third place, and $200 
went to Bill Pelisher and Craig Barle- 
ment, both of Green Bay, Wisconsin. 

Millie Smith of Rockford, Illi- 
nois, won $250 for first place in 
Womens Singles. Second place and 
$200 went to Linda Mudget of St. 
Paul, 16-year-old Julie Weeks of St. 
Paul collected $150. 

The Green Bay, Wisconsin, team 
of Mary Aredt and Carol Kruse won 
$300 for first place in Womens 
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Doubles. A mother-daughter team 
from St. Paul, Pat and Julie Weeks, 
took $225 and second place; Debbie 
Eggers and Nancy Marx of Prescott, 
Wisconsin, collected $175 for third. 

Craig Barlement and Carol Stein 
from Green Bay, Wisconsin, were 
awarded $300 for first place in 
Mixed Doubles. Steve Johnson of 
Rockford and Millie Smith took 
second and $225. Third place and 
$175 went to Ken McMahon and 
Mary Arndt, both of Green Bay. 

“We’re already planning for next 
years’ Shootout,” commented Mc- 
Kennon, who hinted prize money 
may be as high as $15,000 in 1986. 
“We’ve got a super crew including 
Dave Gabrielli (assistant tourna- 
ment director), Jody McKennon, 
Scott Nelson, Rusty Gieske, Scott 
Gieske, Larry Aamodt, Joe Cain, Ed 
Truedson, Tammy Schmidt, Chip 
Isaacson, and Debbie Nelson. 
“These people really worked hard 
and ran a fine tournament,” said 
McKennon. 

Steve Dahlin and Pat O’Connor 
of Dahlco Music and Vending 
deserve special recognition for 
running approximately 100 qualify- 
ing tournaments in the Twin Cities 
area. Other operators holding quali- 
fying tournaments were Aberdeen 
Amusement, Aberdeen, South 
Dakota; Advance Carter Company, 
Minneapolis; C & N Sales, Mankato, 
Minnesota; Dakota Music, Bismark, 
North Dakota; Dean Vending, 
Minneapolis; Denmark Coin, Green 
Bay, Wisconsin; Funtronics, Her- 
mantown, Minnesota; Jubilee Music, 
St. Paul; Krueger Novelty, St.Cloud, 
Minnesota; MFP, Minneapolis; On 
Target, St.Paul; Rainbow, Meno- 
mine, Wisconsin; Red’s Novelty, 
Milwaukee, Wisconsin; Sweeny, 
Virginia, Minnesota; TBI Games, 
Rockford, Illinois; Theisen Vending, 
Minneapolis; Twin City Novelty, 
Minneapolis; TWK, Chippewa Falls, 
Wisconsin; W&W Novelty, Hastings, 
Minnesota. 

Coors Beer provided banners 
and posters for the English Mark 
Darts Boards. e 
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New York seeks 


change 


The New York State Coin Ma- 
chine Operators Association is 
seeking to revise the current law in 
New York that classifies breaking 
into a coin machine as a misde- 
meanor. The association is lobbying 
to make it a felony. 

President of the association, 
Steve Hochman said the proposal is 
not to change an existing law but to 
create a new section of the law. 
Under the proposal, the crime of 
breaking into coin-operated ma- 
chines would be classified as a Class 
E felony carrying asentence of three 
to four years in jail. Currently the 
punishment for a misdemeanor is 
up to 90 days. 

The bill has been sent to the 
Codes Committee in the state 
capital for formal drafting. 

The association is seeking sup- 
port of this bill from other affected 
groups including coin laundries, 
bottlers, the association of muni- 
cipalities (for such things as parking 
meters), and the phone company. 
“All of these groups have a vested 
interest in seeing the punishment 
greater for breaking into a coin- 
operated piece of equipment. Most 
of the time the damage to equip- 
ment exceeds the amount of cash 
taken,” Hochman explained. 

Hochman went on to say that it 
looks very favorable for other 
groups to join in this project. 

He noted the phone company in 
New York recently offered a $2,000 
reward for information leading to 
the arrest of vandals of coin- 
operated telephones. 

Hochman said the punishment 
currently for those who break into 
coin-operated machines (up to 90 
days) is just not enough of a deter- 
rent. To show how widespread the 
problem of vandals is in New York, 
he cited the death wish case of 
Bernard Goetzin December of 1984. 
One of Goetz’s victims said the 


In law 


reason they were carrying screw- 
drivers was because they were on 
their way to steal from some coin- 
operated games. “We was going to 
get money off the pinballs, break 
into the video machines. Everyone 
in the block do that,” said the 
thwarted vandal. 

Hochman said the proposal was 
made before this incident but this 
only strengthens the reason for 
changing the law. e 


Paul Calamari 


Calamari to IDEA 


Paul Calamari, formerly director 
of sales for Bally Pinball Division, has 
become the vice president of mar- 
keting for IDEA, a manufacturer of 
electronically-scored dart games 
based in Sycamore, Illinois. 

Donald DeVale, president of 
IDEA, commented on Calamari’s 
appointment, “‘What is there to say 
about his qualifications? He has 
them all. I’m extremely pleased he 
has joined our firm. With his 45 years 
experience in this industry, we will 
be relying on his expertise to guide 
us on the sale of product and 
recommend for us new product. @ 
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Cigarette made for vending machines 


“Coins,” a private label discount 
cigarette made especially for vend- 
ing machines, has been introduced 
by Brown & Williamson Tobacco 
Corp. “Coins” carries a manufac- 
turer's suggested retail price of 25 
cents less than popular-priced ciga- 
rettes in participating vending 
machines. All prices, however, 
remain optional with wholesalers 
and vendors. 

“Coins” with its accompanying 
discount is a first for the vending 
segment of the cigarette market. 

“Coins” provides an ideal solu- 
tion to declining vending sales on a 
national basis,” said Irv Otte, direc- 
tor of vending for Brown & William- 
son. Otte also noted the majority of 
today’s vending machines come 
equipped with dual pricing capa- 
bilities, so no costly retooling is 
necessary for vendors. 

According to tobacco industry 
analyst John C. Maxwell of Laidlaw 
Ansbacher Inc., the discount seg- 


ment was the only growth area 
within the tobacco industry in 1984, 
accounting for approximately 5.7 
percent of total industry sales. 

“Coins” is being manufactured 
for and distributed through NVBG, 
Inc. The National Coin Machine 
Institute (NCMI) through its presi- 
dent, Art Fein, has recommended 
that all vendors particiapte in this 
program “as ‘Coins’ provides an 
economic breakthrough that will 
enable us to increase our profits.” 
Since NVBG, Inc. has the rights to 
distribute the brand, interested ven- 
dors should contact NVBG to set up 
the procedures for them to buy 
“Coins” through their regular dis- 
tribution channels. 

“Coins” is available in two brand 
styles, King Size Filter and King Size 
Filter Lights, and is packaged in red 
with gold lettering and beige with 
red lettering, respectively. Each 
pack includes the statement “vend- 
pack”’ at the bottom, which desig- 


Minoru Sasatani of Irem of Japan, and Mike Macke of Digital Controls, 


Inc. meet at the 1984 Japanese Amusement Machine Show. Digital 
Controls manufacturers and markets Irem’s Lode Runner throughout 
North America after purchasing rights from Taito America. Lode 
Runner has been on the top ten chart in Japan since early summer. 
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nates the brand is made for vending 
machines. 

This is Brown & Williamson’s 
second venture into the economy 
segment of the market in the last 18 
months. In 1984, Brown & William- 
son’s launched its own family of 
generic Cigarettes. 

Brown & Williamson Tobacco 
Corp. also is the manufacturer of 
“Kool,” “Barclay,” “Viceroy,” 
“Belair,” “Raleigh,” and “Richland” 
cigarettes. 


NYCMOA 
sends out survey 


The New York Coin Machine 
Operators Association has sent outa 
survey to all the known operators in 
New York to find out the status of 
operators in the state. 

President of the association, 
Steve Hochman said, “The board of 
directors and officers sometimes 
don’t really talk with operators to 
get a broader view of what is going 
on. This survey will enable us to 
channel our energies better into the 
things operators are really con- 
cerned about. Both members and 
non-members are invited to submit 
their opinions for tabulation.” 

The survey will cover subjects 
like video lotteries, gray area games, 
the possibility of the association 
lobbying against the proposed 21 
year old drinking law, and more. 
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DO YOU WANT A 
WINNER 
| Here it is! 


¥ 8-BALL ACTION" 


Its priced right to give you phenomenal return on 
investment. 

Its a simple conversion that enables you to convert 
quickly and easily those old 
Donkey Kong and 
Donkey Kong Jr. games 
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Save your old Donkey Kong 
and Donkey Kong Jr. is al 
We will make them pare nage One 


earn for you today! Don't miss out— 
Remember Birdie King 


PROOF 
Atlas Music Company of 
Providence tested two games of 
8-Ball Action. 

They now have 29 on 
location. 

Louie, the buyer at Atlas 
made the following comment: 
Doing great! Game play 
realistic. Will even play 
against regular pool tables. 

Has possibility of longevity 
compared to most videos. 


Most operators waited and waited and waited and 
missed a lot of action with their indecision. 

This 8-Ball Action game appeals to the same type 
of player. Its an aggressive, competitive exciting 
sporting game. The onlydifference: 


Birdie King $2300 
8-Ball Action under $500 


If you dont beleive this game will take the same ac- 
tion as Birdie King, ask your distributor to prove it to 


Can't believe the price! won 8-Ball Action 
MANUFACTURER: AVAILABLE FOR IMMEDIATE DELIVERY 
Magic Electronics 
1391 Park Avenue Af FAST. as 
Cranston, RI 02920 
Penk NOW AVAILABLE AS A 


Donkey Kong—A trademark of Nintendo PAC-MAN CONVERSIONS? 


Ran 


Rand of Phoenix, Inc. (OTC), an 
Arizona manufacturing firm, shipped 
the first unit of its coin-operated 
telephone, the Tele-Rand, to U.S.A. 
Telephone, Inc., Chicago, Hlinois, in 
early January. 


This is the initial shipment for a 
purchase order from the Chicago 
distributor for 12,000 units, stated 
Neil Rand, company president, in 
making the announcement. 


The Tele-Rand will be marketed 
to private owners and operators on 
standard business telephone lines. It 
is a touch-tone telephone con- 
structed of heavy gauge steel and 
equipped with a chrome metal key 


pad and a flexible steel encased 
cord. 


The Tele-Rand includes such 
features as long distance dialing, 
free emergency 911, and 800 num- 
ber call capability, hearing aid com- 
patibility, automatic timing of long- 
distance calls, and the optional 
ability to time local calls. It is 
equipped with a computer synthe- 
sized voice to advise the user about 
specific charges for long distance 
calls. 


In commenting on the com- 
pany’s first shipment, Rand stated, 
“Rand of Phoenix, Inc. has received 
signed purchase orders for the Tele- 


ships first unit 


Rand totaling $41.5 million through 
January of 1985. Rand of Phoenix, 
Inc. is now developing plans to raise 
the funds to finance the purchase of 
the components to manufacture the 
Tele-Rand pay telephone. Based on 
their current rate of growth, Rand 
projects well over $100 million in 
contracts for 1985. 

Rand of Phoenix, Inc. is engaged 
in the development, manufacture, 
and marketing of other coin- 
operated and high tech products, 
including air/water dispensing 
units. Rand also produces com- 
mercial vacuums which are sold to 
convenience stores, car washes, and 
automobile service centers. @ 


Betson promotes redemption equipment 


Call it luck or good planning, but 
Betson Enterprises, Division of H. 


Betti, Industries, Moonachie, New 


Jersey; and Betson Pacific, Los 


The Big Dipper is one example of redemption equipment offered by Betson. 
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Angeles, California, has jumped 
into the design and sale of redemp- 
tion and merchandising equipment 
and it turned out to be a wise move. 
Betson Enterprises has been design- 
ing and selling this kind of equip- 
ment for years but the interest now 
among operators is escalating. Their 
major marketplace is the New 
Jersey shore, the country’s biggest 
playland. 

Art Warner, heading up the 
project for Betson, said the response 
has been “unbelievable” and his 
biggest concern is lead time and 
supply. Warner stated, “With the 
decline in video game income, park 
and game room operators are look- 
ing for new products and ideas to fill 
the void. Redemption is the answer.”’ 

Although not legal in all areas, 
operators that operate in legal areas 
agree that customer play on these 
types of games has increased tre- 
mendously. 

Betson is the exclusive repre- 
sentative of Crompton, Sega, Elec- 
tro Automaten, and Game Plan in 
the United States for this speciality 
equipment. * 
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ALL MAJOR MANUFACTURERS 
OF PAY PHONES WILL EXHIBIT AT 
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EXHIBITS AND SEMINARS WILL SHOW 


ALL YOU EVER NEED TO KNOW 
ABOUT PAY PHONE PROFITS 
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Pay Telephones Creating 
AOE Bandwagon 
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By Renee’ Pierson 


At one point, it appeared the 
obstacles were too great for the 
Amusement Operators (AOE) to 
get off the ground, but finally AOE 
85 is at full speed, according. to 
Carol P. Lally, sponsor of the indus- 
trys annual springtime show. 

“To be perfectly honest,’ said 
Mrs. Lally, “these past two months 
have been a rough time, both for me 
personally and for the staff of Play 
Meter magazine and the AOE. 

The show scheduled for March 
29-31 with a series of “Early Bird” 
sessions set for the evening of 
March 28, met with a major setback 
when Ralph C. Lally II, publisher of 
Play Meter, died suddenly December 
10. Mrs. Lally acknowledged her 
husband’s untimely death delayed by 
several weeks the production of the 
AOE attendee brochure, which 
officially presents the show to the 
industry, and the sale of booth space. 

But, she added, “We're finally 
going again on all cylinders. The 
show is shaping up to be a really big 
industry event. We are now certain 
all major equipment lines will be 
exhibited on the floor of the show. 
Together with that, attendees will 
have their best selection ever of 
Operator-oriented seminars, geared 
specifically for the veteran operator. 

“In recent weeks, as the time of 
the show draws near,’ said Mrs. 
Lally, “we're sensing a renewed 
interest in AOE from all segments 
of the industry. I guess that’s because 
the AOE is not a one-dimensional 
show.” 

She said the recent closure of fac- 
tories like Stern Electronics and 
Centuri, the sale of Atari, and 


rumors about factories like Bally 
Manufacturing leaving the industry 
have all strangely contributed to 
boost the AOE. 

“Recently industry events have 
really opened people’s eyes,” Mrs. 
Lally said. “We never claimed to be 
just an exhibit hall for video games, 
and that’s why we have been able to 
weather the rough times.” She went 


The industry 
is beginning to 
rally around AOE ’85, 
and that’s because 
all the major 
phone companies 
will be exhibiting 
together for the 
first time. 
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on to say, There’s more to putting 
on a successful trade show, in fact, 
there’s more to this whole industry, 
than what some have been led to 
believe, and that’s showing itself in 
the recent turnaround in attitude 
toward AOE ’85. 

“The industry is apparently 
beginning to rally around AOE ’85 
and, quite frankly, that’s very heart- 
warming to me. I just wish Ralph 
could see what's happening.” 


Pay telephone bandwagon 
Joe Vonderhaar, who is in 


charge of booth sales for AOE ’85, 
said booth space was filling up 
quickly, and he attributed that 
directly to pay telephones. ‘“Every- 
one seems to want to jump on the 
bandwagon now that it’s clear all the 
major telephone manufacturers will 
be exhibiting at AOE '85.” 

He said that apparently AOE 
‘85's success is getting all the major 
pay telephone manufacturers to 
exhibit at the show is luring other 
equipment suppliers into the AOE. 
“This is going to be the first oppor- 
tunity for operators in this industry 
to examine in detail the competitive 
features of each and every private 
pay telephone manufacturer's equip- 
ment.” 

Vonderhaar said the state-by- 
state deregulation of private pay 
telephones is opening a new oppor- 
tunity for coin operators, “and it 
seems to be the amusement industry 
that’s picking up on it. 

“The telephone manufacturers 
are telling us they're glad that all 
their competitors will be housed 
under the same roof at the AOE. 
With interest as high as it is among 
the operator segment,’ he said, 
“telephone manufacturers are 
saying they're really expecting a big 
buying show.” 

David Pierson, associate editor 
of Play Meter, commented on the 
irony of the pay telephone band- 
wagon. In the past,” Pierson said, 
“video games were looked upon as 
the exhibit hall draw, the anchors. 
The other exhibitors wanted to 
know if the major video game 
manufacturers were going to be at 
the show before committing to 
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IT’S COMING HOME! 


That’s right! AOE ’85 is coming home to New Orleans and you are cordially invited to be an exhibitor 


at the major spring conference and exposition for members of the coin- operated entertainment 
industry. 


AMUSEMENT OPERATORS EXPO 


MARCH 29-91 


Play Meter magazine is sponsoring the 6th Annual Amusement Operators Exposition, March 29, 30, 
and 31, 1985, at the Sheraton New Orleans Hotel in exciting New Orleans. A three-day extravaganza 
for amusement machine operators (both street and arcade), distributors, technicians, manufacturers 
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and suppliers. 
POOL TABLES JUKE BOXES 
VIDEO GAMES PINBALLS 
CONVERSION KITS ARCADE EQUIPMENT 


SHERATON NEW ORLEANS 


RESERVE FOR BOOTH RESERVATION RESERVE 


YOUR CALL YOUR 
BOOTH BOOTH 


Now! 504/488-7003 Now! 
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booth space. But with the collapse of 
the video game market, the shoe 
appears to be on the other foot. 
“Apparently pay telephone 
manufacturers are the draw right 
now, the hot thing, and we're seeing 
indications the once proud video 
game manufacturers are willing to 
jump on the coattails of some other 
equipment type,’ he said. ‘It’s 
simply a matter of survival for them. 
“Quite frankly,” said Pierson, “I 
was expecting the new wave to be in 
pinballs, but apparently operators 
are just resurrecting their old pins 
instead of buying new ones. We're 
anticipating an increase in pinball 
sales as a result of the show, but 
what we're witnessing with the pay 
telephone phenomenon its almost a 
repeat of what happened when elec- 
tronic pinballs first burst on the 
scene and then super videos.” 
Pierson went on to say, © This 
pay telephone phenomenon seems 
not to be technologically based, as 
was the case when solid-state pins 
and sophisticated videos caught on. 


What we're experiencing here ts a 
fluke event brought on by a change 
in the laws. Pay telephones have 
been around all our lives, but for the 
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AOE ’85 
is the operators’ 
first opportunity 
to compare all the 
private pay telephone 
equipment in one place. 
—Vonderhaar 
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first time it’s opening to the free 
enterprise system, and the first- 
comers appear to be the ones who 
will benefit the most from this 


change. And that’s apparently 
what's creating the phenomenon in 
this industry.” 

Pierson said AOE ’85 will fea- 
ture a pay telephone seminar but 
added, “That may have been a mis- 
take, to have just one seminar. If 
operator response is anywhere close 
to what we now anticiapte, we may 
have to add additional pay telephone 
seminars to accommodate the 
demand. 

“At this point, though, we really 
don’t know if the operators attend- 
ing the AOE want to attend semi- 
nars on pay telephones or if they're 
coming because this is their first 
Opportunity to see all the available 
telephones together under the same 
roof.” 

Valerie Cognevich, associate 
editor with the magazine, said she 
has received numerous calls from 
operators asking specifically if the 
pay telephone manufacturers would 
be exhibiting at the AOE. “What 
we re picking up from the operators 
calling in,” she said, “is that they are 
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INTRODUCING SPEEDLIMIT 


The TALKING reaction game that 
defies you to beat it!!! 


Don’t let SPEEDLIMIT tell you 
“YOU ARE A SPACE CASE.” 


Don’t wait for your customers to ask, “Where’s my Speedlimit.” 
Call now for your factory pricing and further information. 


Petal EK Ine. 


e Attract Mode — Invites Play 
e Complete Service Facility ¢ Made in U.S.A. 


CALL TODAY 1-800/227-6947 
CALL TODAY 1-800/227-6947 
CALL TODAY 1-800/227-6947 


How many times have your heard the statement, 
“I CAN DO BETTER THAN THAT”? 


SPEEDLIMIT is the game that lets people prove it. 
SPEEDLIMIT is a challenging, fun experience. 


1665 E. 18th Street, Bldg. 208 
Tucson, AZ 85719 


602/624-7165 
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CHE 
PRICES AND SEE! 


HOFFMAN & HOFFMAN tokens are 
minted under the most rigid quality control 
standards. We match Old World craftsmanship with 
advanced technology. HOFFMAN & HOFFMAN has 
the best prices, fastest delivery, and highest quality 
tokens in the nation. 

CUSTOM TOKENS SHIPPED IN 10 DAYS 
HOFFMAN & HOFFMAN 

P.O. BOX 896, CARMEL, CA 93921 


800-227-5813 
IN CA 800-227-5814 


ALL ROADS GO TO 


AOE 
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really interested in seeing the tele- 
phones. This obviously will be their 
first opportunity to see all the pri- 
vate coin phones together, and they 
can't go anywhere in their areas to 
see them.” 

She said, “Since the conventional 
distribution network in this industry 
hasn't latched on to pay telephones 
yet, AOE ‘85 is shaping up as the 
operators only real chance to see 
what's available. The operators 
realize they can’t sit out the show 
and just go to their local distributor a 
few weeks after the AOE and 
cherry-pick the hit telephones.” 

Cognevich suggested, “Appar- 
ently distributors are still too com- 
mitted to the video game mentality 
that they haven't picked up on the 
pay telephone trend yet. And, 
besides, this is really a very new 
thing, with states only now opening 
up nationwide to the operation of 
private coin telephones. 

“AOE ’85 is shaping up to be 
something of a national telephone 
distributing house for operators. 
Within six months,” she said, “I 
think you'll find most major dis- 
tributors will be representing at 
least one pay telephone manufac- 
turer, 

Pierson added, “I can’t believe 
how things have snowballed as a 
result of the pay telephone phenom- 
enon.” 

Snowball might have been a bad 
choice of words, however, for the 
heavy winter which buried the north 
and midwest in a recond snowfall 
may also be contributing to the 
upsurge of interest in AOE ’85. 


Industry vacation 

This industry has been suffering 
through a winter of its own for the 
past two years, a winter that indus- 
try oldtimers say is worse than they 
ever remember. And Mrs. Lally said 
Operator response, even before the 
mailing of the AOE brochure, “indi- 
cated a great desire on the part of 
many in this industry to get away 
from the icebox in the north. 

“After everything we've all gone 
through,” she said, “I guess this 


industry really does deserve some 
kind of break, and springtime in 
New Orleans seems to be offering 
everyone that opportunity,” she 
said, 

“AOE will be a welcome break, a 
vacation for the whole industry. 
New Orleans is lovely in the spring- 
time. Last year when the AOE was 
in Chicago, I remember coming out 
of the hotel and snow still being on 
the ground. For southerners like us, 
that was a big shock. Many people 
told us last year the winter weather 
in Chicago discouraged them from 
attending the show. That was one of 
the biggest reasons for our switch- 
ing the show back to New Orleans. 
You can't have a spring show with 
snow on the ground.” 

New Orleans is a city with a 
colorful and romantic history, one 
that 1s filled with legends and tradi- 
tions. For instance, where else but in 
New Orleans are graveyards con- 
sidered an attraction? New Orleans’ 
unusual cemeteries are popular 
attractions because the city is below 
sea level, and so it is necessary to 
bury the dead above ground in large 
vaults. 

One particular interesting grave- 
yard stop is the tomb of Marie 
Laveau, the voodoo queen. Visitors 
frequently leave their markings on 
her grave, asking her for assistance. 
Legend has it that Laveau and her 
followers used gris-gris (a charm), 
snakes, potions, dances, and voodoo 
dolls to cast spells or to get a lover 
back or to get revenge on an enemy. 

Susan Biggs of Play Meter and 
the AOE jokingly said “Sure the 
industry has been having its troubles 
in recent months and could use a 
little supernatural help, but there’s 
absolutely no truth to the rumor that 
the AOE will conduct hourly bus 
visitations to her grave for inter- 
cession.” She said one advertiser 
familiar with the city suggested 
AOE make such a promotion for 
attendees to the show. 

The city mixes the old and the 
new, much like the coin-operated 
amusement industry which is now 
finding itself in a position where it 
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has to mix both old and new equip- 
ment to survive. There are anach- 
ronisms, throwbacks to the past, like 


streetcars in place of buses on St. 


Charles Avenue, an open-air vege- 
table and fruit market, and the 
oldest cathedral in the United States. 
The city also contains the super- 
modern, the Louisiana Superdome, 
home of the Chicago Cubs of foot- 
ball, the hapless New Orleans Saints. 


Seminars 

Still, the attraction that has 
separated AOE shows from other 
industry events has always been the 
strong offering of operator-oriented 
seminars. 

Said Valerie Cognevich, who 
worked on the seminar program for 
this year’s show, “We had to make 
some major changes in our seminar 
offerings this year.” She said the 
shakeout of operators has left a 
“scarred, but hard-core veteran’ 
group who want seminars that offer 
operating tips for longtime opera- 
tors. 

“As in years’ past,” said Cogne- 
vich, “we've steered clear of having 
manufacturers handle the seminar 
program. We've found there's great 
resistance from the operators as far 
as having manufacturers tell them 
how to run their businesses.” 

This year’s AOE will feature 36 
such operator-oriented seminars. 

Headlining the “Early Bird” 
seminars on Thursday, March 28, ts 
a session entitled “Stay In or Get 
Out.” In light of the recent demise 
of coin-op videos, many operators 
are doing some serious soul-search- 
ing about the feasibility of remain- 
ing in the coin-op amusement 
industry. This no-holds-barred 
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session is geared to provide opera- 
tors with the kinds of questions and 
answers they need to have before 
they can make an honest decision on 
their future in this business. 

Other “Early Bird” seminars 
include a seminar on semicon- 
ductors, and a seminar on private 
pay telephones. 
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In the past, 
video games 
were looked upon as 
the exhibit hall draw, 
this year video games 
are willing to gump 
on the coattails 


of pay phones. 
—Pierson 


The Friday morning seminars 
feature another no-holds-barred 
session, this one titled “Street Sur- 
vival.” This seminar, which proved 
quite popular with veteran opera- 
tors at last year’s show will feature 
longtime operator veterans offering 
practical advice for street operators. 

Other Friday morning sessions 
include a seminar on employee man- 
agement and organization, cash 
flow management, critical manage- 
ment of microcomputers, alarms 
and security, and a technical seminar 
on the digital multimeter. 

The Friday afternoon seminars 
feature a session called “Dollars and 
Sense: Focus on Video,’ which 
offers practical advice of salvaging 


video game dogs and squeezing 
extra income out of specific game 
models. 

Other Friday afternoon sessions 
include a repeat of the “Stay In or 
Get Out?” seminar, as well as a 
seminar to evalaute the causes of 
your company’s performance. Other 
Friday afternoon seminars include a 
technical session on X-Y and raster 
scan monitors, and two computer 
oriented seminars. 

The Saturday morning seminars 
feature ‘Dollars and Sense: Focus on 
Pinball,” the flip side of the earlier 
seminar that dealt with salvaging 
old video games. With the great 
interest in resurrecting old pinballs, 
this seminar offers useful tips oper- 
ators can apply immediately to 
shoot more life into their old pin- 
games. 

The other Saturday morning 
seminars include what promises to 
be the most thorough jukebox oper- 
ation seminar this industry has ever 
witnessed, with the speaker being 
one of the leading jukebox operators 
in the country. Also in this time slot 
are seminars on evaluating micro- 
computers, dealing with tax and 
accounting for operators’ special 
needs, setting up and operating an 
efficient service department, and a 
technical seminar on troubleshoot- 
ing pinballs. 

The Saturday afternoon semi- 
nars are headlined by a session called 
“Letting Your Customers Know 
Who You Really Are.” This seminar 
teaches the operator how to present 
the proper company image, and how 
to use that image to generate a more 
profitable picture for himself. 

The other Saturday afternoon 
seminars include a repeat of the 
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“Dollars and Sense: Focus on 
Video,” negotiating commissions 
with locations, how to negotiate a 
bank loan, a symposium for mana- 
gers, and a power supply technical 
seminar. 

The final seminar time slot, the 
Sunday morning seminars, are head- 
lined by a session on the contro- 
versial subject of video lotteries. 
This session will investigate what 
video lotteries mean to operators. 

Other seminars in this final 
AOE time slot include sessions on 
the following topics, location con- 
tracts, a repeat of the “Dollars and 
Sense: Focus on Pinball” and “Effec- 
tive Management.” Also appearing 
in the Sunday a.m. period are ‘“Loca- 
tion Profit Analysis,” and a trouble- 
shooting seminar on videos. 

The AOE speakers feature 
several returning faculty members. 
Most notably, AOE’85 will mark the 
return to the industry of Randy 
Fromm, who took a one-year hiatus 
from the industry. Fromm has been 
a popular technical speaker at past 
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AOE shows. Other veteran AOE 
speakers include Charles Ross, 


Richard Priesmeyer, and Nathan 
Bush. 
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‘Looking through 
the entire 
seminar lineup, 
I can't see 
a single 
weak link.’ 


—Cognevich 
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One new faculty member to the 
AOE staff is Todd Erickson who has 
gained a reputation in recent 
months for devising novel ways of 


resurrecting old games. His sessions 
should prove to be very operator- 
oriented, and his speaking style is 
described by people who have heard 
him speak before as “energetic and 
filled with drive.” 

Sharon Harris, a longtime oper- 
ator, and Jeff Rosenthal, a tax 
specialist who is also an operator, 
join this year’s speakers’ bureau. 

Said Cognevich about this year’s 
seminar offering, “We're really 
excited not only with the seminars 
weve lined up but also with the 
speakers we've got this year. Look- 
ing through the entire lineup, I can 
honestly say I can’t see a single weak 
link. This being our sixth year of 
running operator seminars must 
have something to do with it because 
we have very complete files, based 
On operator responses to speakers 
and seminars from prevous AOE 
shows. 

“This allows us to take a lot of 
the guesswork out of who will be a 
good speaker and what types of 
seminars Operators want to attend.” 
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A Taste of New Orleans 
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Visitors to New Orleans have 
always singled out the city’s cuisine 
as being among the best in the 
world. So, as a special enticement 
that we hope will encourage those 
with more discriminating tastes to 
attend this years Amusement 
Operators Expo (AOE) in New 
Orleans, we are publishing the 
recipes to Barbecued Shrimp and 
Oyster and Artichoke Soup, two of 
the most popular dishes served in 
New Orleans’ famous restaurants. 

Although we can’t tell you how 
we got these authentic recipes, we 


can say that any operator, distribu- 
tor, or manufacturer visiting New 
Orleans for the AOE show who 
wants to sample these two culinary 
masterpieces, we recommend 
Manale’s for the shrimp, LeRuth’s 
and Christian’s for the soup. 

For other dishes, we recommend 
Galatoire’s for Oysters Rockefeller, 
Shrimp or Chicken Clemenceau or 
Trout Marguery; Christian’s for 
fried or broiled soft shell crabs; La 
Louisiane and Lenfant’s for Chicken 
Grandi and Oysters Mosca; La 
Cuisine for any of its trout dishes; 


Tony Angelo’s for its Italian dishes; 
Ruth’s Chris Steak House for the 
best steak dinners anywhere; 
Anthony Uglesich’s Restaurant 
(lunch only) for raw oysters, fried 
oysters and trout; the Gumbo Shop 
for gumbo, jambalaya, and red beans 
and rice. 

Our final recommendations are 
Antoine’s for the complete New 
Orleans atmosphere; and Crozier’s 
(a 15-minute trip from downtown 
New Orleans) for what many peo- 


ple believe to be the best French 


restaurant in the United States. 
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OYSTER & ARTICHOKE SOUP 
(Serves 6) 


1 can Progresso artichokes 1 or 2 bay leaves 


2 cans Swansonchickenbroth 3 doz. or more oysters, 
1 stick butter or margarine depending on size of oysters 
1 bunch green onions, cut fine (42 doz. or more per person) 
4 garlic toes, cut fine 


2 tbsp. flour 


minced parsley 


Saute onion and garlic in butter. Brown flour in this mixture. 
Pour in chicken broth slowly, stirring constantly. Add bay 
leaves. Chop artichoke hearts in small pieces and add to above. 
Cook slowly. Add salt and pepper (fresh ground) to taste. 
Cover and simmer a while. Add cut up oysters 2 hour before 
serving. Add oyster liquid to thin if needed. Garnish with 
parsley. 


BARBECUE SHRIMP 


1 Tb salt 
1 Tb black pepper 


5 Ibs. shrimp 

1 Ib butter or oleo 
1 Tb rosemary 2 Tsp. garlic puree 
1 Tsp..red pepper (comes in jar - mushy liquid) 
Mix all ingredients (except shrimp). Put shrimp in bottom of 
broiler pan or large aluminum baking pan. (Leave shells on 
shrimp, remove heads). Pour mixture over shrimp. Marinate at 
lease one hour, stirring often. Broil under slow fire, stirring 
until done or bake in 350° oven, stirring often. Time depends 
on size of shrimp. DO NOT OVERCOOK. Serve with French 
bread for dunking. GOOD! : ‘ 
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Trw-Quiz— 


A New Direction, A New Life 


ee. strategy was simple. 
When video game players no longer 
played the games, attract new 
players. Status Game Corporation 
implemented this strategy with its 
new Triv-Quiz game. Taking advan- 
tage of the trivia craze which was 
sweeping the country, Status created 
Triv-Quiz to attract a new breed of 
players. 

According to Irv Jeffries, Status’ 
president, “What we were seeing in 
the industry was stagnation. The 
game concepts were basically the 
same. People started walking past 
the games. When operators were 
crying for appealing lower priced 
games and conversion kits, manu- 
facturers answered with high priced 
laser games aimed at the same 
players.” 

Realizing that it was the Yuppies 
(young urban professionals) that 
offered the most lucrative market 
Opportunities, Status designed Triv- 
Quiz with this group in mind. Mike 
Yaffa, the company’s vice president 
of sales said, “We needed to create a 
game that was geared toward peo- 
ple’s intellectual skills. The trick was 
to make the game challenging, but 
not so difficult that people would get 
frustrated playing it. We believe 
that we have achieved that delicate 
balance critical to the game's 
SUCCESS.” 

And how is the game doing? 
Don Walters, Mountain Coin’s sales 
manager in Arizona says, “It’s 
refreshing to see something new 
and different in the industry to 
create excitement among operators 
again.” Verl Burnaugh of Commer- 
cial Music in Texas says, ‘It’s a good 
game and it makes money.” Curtis 


Sarver who heads Buccaneer Dis- 


tributing in Florida says, “The 
games phenomenal, I can’t get 
them fast enough.” 
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“It's a super game,” says Steve 
Henderson, new president of opera- 
tions, Distributors, Inc. in North 
Carolina. “Collections have been 
strong and the game continues to 
get lots of play.” 


The game 

Triv-Quiz has been designed to 
offer universal player appeal. The 
player may choose from four cate- 
gories—Sports, Entertainment, 
World Facts, and Expert Challenge. 
The player is shown a question and 
must pick an answer from three 
choices. It is then that the game 
achieves the secret of its success. 

The player begins with 10,000 
points. After he sees the question, 
but before he sees the answer, he 
decides on how many of his 10,000 
points he wants to play. The points 
he may win or lose depends upon 
the strategy he employs. As the 
game asks more questions, the point 
values increase. Bonus questions are 
awarded for high scores and high 


scoring players may enter their 
initials for display. Scores can reach 
into the millions. Andy Weil, 
manager of Self-Service Sales in 
Connecticut says, “The Triv-Quiz 
game has been a pleasant surprise 
that has shown longevity; a term 
that I thought was long gone in the 
video game industry.” 

Triv-Quiz includes a special 
advertising feature, which appears 
during the pre-game attract mode. 
The operator enters his message by 
using the game’s control buttons, 
requiring no special keyboard 
attachment. According to Mike 
Yaffa, this feature can be used for 
advertising such things as happy 
hours, the weekend band, and the 
special of the day. With today’s 
market conditions, every edge 
counts. 


The conversion kit market 

Although Triv-Quiz was designed 
primarily as a countertop unit, the 
demand for the conversion kit, 
according to Status, has been astro- 
nomical. “Operators are looking for 
a low cost way to make money,” said 
Irv Jeffries. Triv-Quiz does exactly 
that. 

While the conversion kit is not 
new to the industry, Triv-Quiz pro- 
vides an alternative to space warfare 
and maze games.’ Doug Shipley, 
sales manager of Cleveland Coin in 
Ohio, puts it this way, Fantastic 
collections, quick conversion time, 
and excellent flexibility. Who could 
ask for more.” 


Future update kits 
Status has already introduced 
Tri-Quiz Two, a plug-in circuit 
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board which changes the game's 
categories and questions. New plex- 
iglass accompanies the update kit to 
give the game a complete face lift. 
“It’s like getting a brand new game, 
says Mike Yaffa. “The update cost ts 
very low and the conversion time Is 
quick.” 

Status will introduce Triv-Quiz 
Three around March 1. Irv Jeffries 
says that Status plans to develop a 
new update kit every three months. 
“Tf one compares our game concept 
to some of the long running game 
shows on television, it is conceivable 
that our game could last several 
years,’ says Jeffries. e 


Triv-Quiz Events 


Triv-Ouiz was recently used for 
a fund raising event and a special 
promotion. 

Status recently participated in a 
joint project with the Connecticut 
Special Olympics to raise funds for 
mentally and physically handicapped 
children. Several Triv-Quiz games 
were on hand along with numerous 
well known sports personalities. 
Donations were made by individuals 
who would play Triv-Quiz with 
their favorite hero. Celebrities on 
hand included Ron Guidry, star of 
the New York Yankees; Gordie 
Howe, retired hockey great; Floyd 
Patterson, ex-heavyweight cham- 
pion; Dave Cowens, former star of 
the Boston Celtics; the entire Hart- 
ford Whalers hockey team; and 
lovely actress Susan Saint James. 

In November, Lucky Distribu- 
tors, Status’s distributor in Tennes- 
see, and Bennigan's restaurant 
chain, held a big promotion in 
Nashville. A round-robin contest 
was held on Triv-Quiz with over 200 
contestants and a cash prize was 
awarded to the winner. According to 
Clint Shockey, Lucky’s sales man- 
ager, “The Bennigan's promotion 
with Triv-Quiz was a tremendous 
success. The publicity generated 
significant sales of the game in the 
Nashville area.” e 


BABA PPP LDPE L LAP LAP AP AA EOL 
PLAY METER, March 1, 1985 


KIDS-LOVE OUR EGGS 


ek 7 \ YOU WILL 


. wee see. \ | | 


Dispensing our popular and exciting 
toy-filled egg capsules is fun 
and profitable. Contact us for 


equipment and supplies. 
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COINMAN INTERVIEW 


_- At 44, C. E. “Ed” McCloud, is owner and 
president of Tornado, Inc. Through his many years in 
the table soccer industry, he has become an admitted 
authority on the subject. 

After graduating from North Texas University 
he taught high school and several college courses in the 
manufacturing processes curriculum. 

In 1973, Ed was attracted to the table soccer 
industry and joined Dynamo Corporation setting up 
and supervising the production plant that would 
eventually employ 150 people producing 50 soccer 
tables per day. 

While sharing ownership in five original 
Tornado patents, he is sole inventor and owner of two 
more United States table soccer patents, with several 
others pending. Ed is responsible for the design of the 
Tornado Soccer Table including over 40 unique 
features. 

A large part of Ed’s experience is from owning 
and operating hundreds of Tornado soccer tables. The 
Tornado Shelter Recreation Center which he owned 
for three years, had 40 Tornados in it alone! 

Ed is joined at Tornado, Inc. by his wife, é 
Brenda, and his 11 years old daughter, Angelique. 


Tornado was only leasing tables at one time. How 
successful was this? 

The original Tornado table and lease program 
was so successful its success ended up being its doom. 
Because of the attention Tornado Soccer attracted, 

some 40 other brands of tables were introduced to the 
C . E . McG loud market, and these were cheap, ill designed tables. 

The main fault was the natural desire of 
operators to own, rather than lease, their equipment 
led to their buying one of the other tables for less than 
it cost to lease a Tornado. What they didn’t know, 
however, was the return on investment of other tables 
wasnt as good as our original lease program. , 


Well, are you still leasing your soccer tables? 

Yes and no; the original lease program was 
abandoned in July 1977 when I joined Tornado as a 
full partner. The decision was made at that time to sell 
all the lease tables, and plan production for new tables 
in 1978. However, we did start a second, but different, 
lease program in 1983 and have made some modifi- 
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@ The casual player is really our bread and butter 
group. It primarily is comprised of good players 
and new players. The bulk of these players can 
very easily become regular players and orga- 


nized play.® 


cation in 1985. 


You have broken away from the normal chain of 
operators and distributors in the coin-op industry. 
Why? 

My idea of a major distributor is one that 
serves as a retail outlet for local operators. Their 
function should be to seek out the best equipment 
available and properly represent it to their operator 
customers. They probably should have their own 
routes that serve as test locations for this purpose. 
They should also seek training from the manufac- 
turers*of the equipment they represent. What I have 
witnessed, however, is something totally different. 

Most have huge routes that far exceed the 
realm of testing and instead end up competing with 
their customers. In regard to table soccer, many 
bought our table for their own routes, but would sell 
cheap, rip-off, tables to their operators/customers. 
Some even had tables produced themselves in Taiwan 
to cut out and compete with manufacturers who were 
promoting extensively to generate sales. 

There doesn’t seem to be much of a concernon 
the part of distributors to rectify this situation because 
table soccer, to them, is a stray dog. They seem to have 
little or no concern for the forth largest producing 
category of games in this huge industry. I didn't see 
them serving any constructive purpose for table 
soccer in general, I simply got tired of trying to reason 
with them. 

Sorry, but you just cannot buy a Porsche for the 
price of a Volkswagon. Everyone knows that, right? 
However, the typical, major distributor instilled the 
idea in the operators’ minds that the Tornado table 
and parts were overpriced. As a result of this gross 
misrepresentation, or no representation at all, very 
few street operators had the advantage of becoming 
successful soccer table operators. 

I understand an operator's reluctance to spend 
more maintaining a table than he can make. I under- 
stand that was, and is the case with other tables, and 
why those tables are allowed to deteriorate to unplay- 
able condition. What I don’t understand, is seeing a 
Tornado table with mismatched parts of every size, 
shape, color, or brand, except Tornado. The same 
logic would be to replace a broken slate on a pool table 


with a sheet of plywood. There is no logic in not main- 
taining a Tornado table in its original condition for 
some ten years. The average replacement parts cost 
for our table is several times less than any other table. 
Our table is designed to minimize the time required to 
clean and repair. In approximately 15 minutes every 
handle, rod, rubber bumper, and bearing can be 
removed and replaced on our table while it would take 
over five times as long to do the same thing to any 
other table. These Tornado features required a lot of 
experience, thought, and money. They are all vital to 
the operator's ability to profit from soccer tables. 
When these features were demonstrated and 
explained to major distributors, they just didn’t seem 
to care. 


Are your distributors from other fields (besides coin- 
op amusement operators)? 

Our current lease distributors are young men 
and women, most of whom are in their mid twenties. 
All were familiar with table soccer, but with no pre- 
vious experience in this industry, and little, if any, 
previous business experience. 


Do they operate other types of equipment? 

None, to my knowledge, are operating any- 
thing but Tornado soccer tables. I should point out 
also, we have several lease distributors that will 
exceed $50,000 for this year’s income on Tornado 
tables alone. 


Have they had problems placing Tornado tables in 
locations where an operator has other equipment? 
All have had problems placing tables in loca- 
tions where other operators have equipment. Most 
operators would prefer not to share a location with 
anyone for logical reasons. Table soccer is an excep- 
tion to this rule, however, unless the operator, in that 
location would give the same service and result by 
operating the tables himself. Most are receptive to the 
positive results, unfortunately, some are still deceived 
into thinking they can buy cheap, competitive tables, 
or pull some old junker out of storage, kick us out, and 
have it all. I haven’t seen that approach work yet. 
When our tables and services leave, so does the profit! 
(continued on next page) 
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(continued from previous page) 


There was a decline in table soccer in the last several 
years. Do you think this was due mainly to video 
popularity? 

If you analyze our industry publications’ 
surveys back to 1977, you will see a very significant 
decline in tables on location from 1977 to 1978. Some 
18 percent or 6,000 tables were removed from loca- 
tions during that period. 

I have been a student of this industry for many 
years and have studied hard to understand it. My 
studies have shown the decline started in 1975, before 
the industry surveys included table soccer. The only 
reason table soccer remained in the spotlight as long 
as it did after 1975, can be attributed solely to the 
foosball hype surrounding ill-designed soccer tables. 
The main requirement for success with these tables 
was big money tournaments. But that ignores the fact 
that any long lasting game, including table soccer, 
must be successful on its own merit first! You can add 
promotions only to enhance it. To reverse this 
approach is risky and shows a de-emphasis on product 
quality and too great a reliance on promotions. 

To my knowledge most operators would not 
voluntarily take equipment off location if it were 
making them an acceptable profit. Therein lies the 
answer to the decline of table soccer. The performance 
of tens of thousands of soccer tables on location cut its 
own throat. Ask around. See how many old operators 
have obsolete, dilapidated soccer tables stuck in their 


warehouses. Then ask what brands they are. 


Do you see a resurgence in play on table soccer? 

Yes, but then Tornados never declined. This 
talk about a resurgence in table soccer is because of the 
continued success of table soccer even in light of such 
catastrophes as the fall of tournament soccer in 1981. 
Resurgence is happening now. It will increase at a 
healthy rate. 


What do players look for first and foremost in a soccer 
table? 

That depends on what kind of player you're 
referring to. In general, players of any game, or sport, 
prefer the best equipment available. Table soccer is no 
different. But, to answer your question, there are pro 
players, pro-hustlers, good players, and new players. 
Mature, pro players are sincere about their game as 
well as the future of table soccer. They prefer the best 
equipment available, kept in like-new condition. 

Pro-hustlers will play on any table, in any con- 
dition if there is money on the game. These players 
have had a very strong negative influence on table 
soccer. Good players play for the sheer enjoyment of 
the game. They prefer a table well maintained but 
they will play on any table as long as it is like new. 
When a table runs down, they run out. These players 
make up the bulk of the player base. Obviously, new 
players are in the process of learning. They learn very 
quickly, however, what to look for to derive pleasure 
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U.S. TELECOMMUNICATIONS CORPORATION 
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from the game. These players are our future. When 
properly introduced to table soccer, they quickly 
become good players and make up the operators’ 
backbone. 


Is there really that much to a soccer table? 

A soccer table receives more punishment in 
normal play than any other game in this industry. 
These tables get the hell beat out of them. However, I 
know a lot of major distributors who think a soccer 
table is nothing more than a box with rods through it. 
A good table has to create a desire in the player to play. 
It has to have a good feel, be durable, and still be easy 
to maintain. So, yes, there is a lot to a soccer table. 


Explain the difference between catering to the pro- 
fessional player and the casual player? 

First, remember, I classify so-called profes- 
sional players in two basic classes: Mature, pro players 
who care about the future of table soccer and have 
enough sense to know something about what ts 
important in that respect and the pro-hustler who 
knows little about anything except how to play 
foosball. Unfortunately, the pro-hustlers seem to out 
number the mature pros. Pro-hustlers were created by 
some table soccer promoters. Cash reward 1s their 
main incentive to play and you can never please them 
by giving enough. These players will continue to stifle 
local tournament until a classification system 1s imple- 
mented to protect new and good players. 

Tornado ts currently involved in weeding out 
these negative factors to enhance the image, growth, 
and stability of table soccer. We will continue to 
patronize the mature-pro who serves as a positive 
image for table soccer. These players will attract and 
properly introduce new players to table soccer. 

The casual player is really our bread and butter 
group. It primarily is comprised of good players and 
new players. The bulk of these players can very easily 
become regular players and organized play. 


You mentioned the casual player is the bread and 
butter of your business rather than the professional 
player. You have also mentioned little problems with 
tables such as dimensions being off a quarter of an 
inch, It seems only professionals would notice little 
things like that. So is it profitable to build tables to suit 
the professional player? 

Players of any game, at any level of expertise, 
very quickly notice the smallest details in equipment. 
Human nature will allow us to blame the equipment 
for our loss when possible. A soccer table ts no excep- 
tion to this rule. It is a very exacting piece of 
equipment, if you expect like performance from one 
table to the next. We build our table to suit everyone, 
most assuredly the operator. A table should be 
designed to support business, not the whims of every 
professional player. Any product or game must finan- 
cially support all facets of business before it can be 
determined successful. It must be a successful business 
before it can possibly become a successful, organized 
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Communications, Inc. 


Master distributors of 
TELE-CREATIONS, INC. 
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SEVEN MODELS 
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VARIED housings 


e Over 20 field-switchable options 
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BOOTH 
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NEW PRODUCTS 


OPERATOR ORIENTED SEMINARS 
DISTRIBUTORS PREVIEW 
INDUSTRY EXHIBITS 


SHERATON 
NEW ORLEANS 


CALL 
904/488-7003 


sport. In our industry we would recognize these 
business facets as the manufacturer, the distributor, 
the operator, and the location. If any one of these fail, 
they will all fail. They all depend on the product for 
their success. That makes the quality and performance 
of the product very important in my way of thinking. 
The cost difference, then, between quality and cheap 
junk, is not only feasible, but necessary. 


How can you increase the player base of table soccer 
players? 

Soccer table type games have been traced back 
some 2,000 years through the research of the U.S. 
Patent Office. Therefore, we know it is not a fad and 
possesses strong player appeal. The solution, then, 
must be in the operators’ ability to justify purchasing 
more tables. As operators’ profits grow, so will the 
number of tables on location. As the number of suc- 
cessful tables increase, so will the player base. As the 
player base increases, we will enhance our pro- 
motional program proportionally. This type growth 
is the only logical approach I know. It all comes down 
to the operator’s ability to show a profit; and that 
profit is determined by table performance. 


Is table soccer a sport? If not, what must be done in 
order to call it a sport? 

All organized sports have a governing body 
which establishes rules of play, specific standards of 
equipment and an objective classification system for 
competitive play. 

To become an organized sport, which is a 
necessary step toward having financial support for the 
professional player, table soccer must have the 
governing body and standards also. We feel we now 
have that governing body. 


Is there any hope of having a classification system? 

Yes, there is hope; always! We have seen 
several attempts that never worked, such as money 
winnings, spot system, or a tournament director 
telling players what class they were in, based on his 
opinion. My past experience has allowd me to be 
involved in two different sports other than table 
soccer on a national and international level. I knew 
there had to be an objective way to classify table soccer 
players. We finaly devised a way for results of 
organized play to determine the class of a player. Our 
system will work, but it will take a while for it to catch 
up with all the current players. 


How important ts it to have a classification system? 
Anyone who has ever played in an organized 

sport must have some idea of the importance of a 
classification system. School teams are classified by 
the number of students attending that school. 
Without a classification system, the competition isn’t 
fair. The best players end up competing against the 
novices, the big against the little. We all compete for 
the glory of winning, not to get our brains beat out. 
Without an effective, objective system, organized play 
(continued on page 50) 


COVER STORY 


The New 
Ginematronics 


Biting itself as the mew Cine- 
matronics, the company is taking 
steps and making changes to 
become a viable company in today’s 
marketplace. Though forced into 
Chapter 11 of the bankruptcy code 
in late 1982 because of a lack of a hit 
game and beseiged by demanding 
creditors, Cinematronics has man- 
aged to stay in business. Said Rob 
Boldt, Cinematronics sales manager, 
“We're in better shape than ever 
before.” 

In a collaboration with Don 
Bluth Company and RDI, Cinema- 
tronics introduced Dragon’s Lair in 
the summer of 1983, sweeping 
ahead of all other companies in laser 
disc technology. Little did anyone 
know at the time that Dragon’s Lair 
would be the only successful laser 
game and only because it was first. 

Cinematronics now feels that it 
will be able to offer viable product to 
the industry and is now making 
plans for its future which promises 
to be bright because ‘“Cinematronics 
is thinking in terms of today’s 
market and reacting to it,’ according 
to a company spokesman. 

Cinematronics feels that by 
pushing heavily into areas of 
research and development, the new 
Cinematronics will offer operators 
the chance to achieve higher returns 
with easier changeovers. To accom- 
plish this goal Cinematronics has 
introduced its Cinemat System with 
its first game, Cerberus. ‘It’s really 
an incredible system,” Boldt said. 


“This is 100 percent team effort.” 
The Cinemat System features 

high resolution graphics, reliable 

hardware, and easy conversions. 


Cerberus 


Cinematronics also has ventured 
into a higher public profile feeling 
that “even the greatest game wont 
be played if no one knows about it,” 
said a company press release. This 
program will include meeting the 
public through marketing research 
and testing, planned sponsorship of 
video game tournaments, and other 


civic activities. Cinematronics feels 
that by staying involved through 
such efforts ‘“we keep our touch with 
the industry vital and fresh.” 

Cinematronics has also sensed 
problems that have plagued the 
industry and announced plans to 
rectify the situation, the Cinema- 
tronics spokesman added, ‘Our 
commitment to our distributors 1s 
the end of product close-outs by 
building product to market demands. 
Close-outs harm the industry.’ 

Cinematronics is highly opti- 
mistic about its new system and is 
already planning follow up games at 
reasonable prices. Two of the 
introductions will be Cinematronics- 
developed Mayhem 2000 and 
Express Delivery. 

Cerberus is a moon and the 
player is orbiting over its craggy 
lunar surface. The player's survey 
space station is suddenly blasted by 
an alien moon base laser. The blast 
jars loose eight vital fuel pods which 
scatter and begin drifting away, 
leaving the station without power. 
Swarms of enemies converge on the 
scene trying to make off with the 
pods that they need to power up a 
defense ring that encircles the 
moon. The player, using quick wits 
and sharp battle skills, can fight 
these aliens, retrieve the pods, and 
return them to base and thwart the 
evil plan. 

Cerberus can be played by one 
player or two can team up to beat the 
aliens by using the duel controls. ® 


“Cinematronics is thinking in terms of today’s market and reacting to it,”’ 
according to a company spokesman. 
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20 Advantages to Making English 
Mark Darts Part of Your Earnings 
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game. 


trouble shooting. 


6421 Material Avenue @ 


@— ¢ 


. Arachnid is the originator of electronic darts, with nine years experience. 
. English Mark Dart games carry a one-year warranty. 
. 800/435-8319 toll-free for quick customer service in all areas of the English Mark Darts 


. Arachnid provides a postage-free customer satisfaction return card with each game. 
. Arachnid technical engineers are available five days a week for customer service and 


English Mark Darts promotional seminar in Rockford, Illinois 
with all expenses in Rockford and half of transportation 
costs paid. 


. English Mark Darts league and tournament information 


packet including posters, charts, rules, score sheets, etc., 
available free at your request. 


. Consultation on set-up and operation of your English Mark 


Dart leagues and tournaments, all questions answered toll- 
free, 800/435-8319. 


. English Mark Darts International Association providing 


benefits for Operators and Players everywhere. 


. English Mark Darts BullShooter, an international magazine 


sent directly to Operators as well as Players. 


. National and regional English Mark Darts promotions with 


the help of Operators and Distributors. 


. Set of schematics and operator’s manual provided with each 


English Mark Darts game. 


. Complete English Mark Darts parts manual included with 


each game. 


. Full color English Mark Darts accessories catalog of 


Arachnid issue equipment. 


. English Mark Darts award patches available including 6, 7, 8 


and 9 Dart-Out, Hat-Trick, Three-in-a-Bed and League 
Championship. 


. Quantity discounts available on English Mark Dart games. 
. Trouble shooting seminars held in Rockford and/or at 


Distributors to help Operators with English Mark Darts 
Technical information. 


. Fast turn around on repairs sent to Arachnid with advance 


replacement boards available when necessary. 


. English Mark Darts comply with the Federal Communications 


Commissions Rules and Regulations Part 15, Subpart J for 
radiated emissions pertaining to Class A equipment. 


. Service bulletins with technical assistance provided by 


Arachnid. 
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AMUSEMENT OPERATORS EXPO 


REGISTER TODAY TO ATTEND 


THE OPERATORS’ SHOW 


Survival today depends not only on 
buying the right new equipment but 
also on knowing how to maintain your 
existing equipment and manage those 
who work for you. That’s why you 
need to attend AOE ’85. Don’t come 
looking for pat answers and glib solu- 
tions because you won’t find them 
here. Instead, you’ll find hard-hitting 
seminars on the nuts and bolts opera- 
tion of today’s coin-op business 
because AOE speakers are veteran 
operators. They have faced specific 
operating challenges in their opera- 
tions and have met those challenges 
head on! And AOE ’85 is your oppor- 
tunity to tap their brains. That’s what 
helps AOE attendees stay one step 
ahead of the competition. Here you’l| 
find seminars on street survival, tax 
advice, seminars that will weigh all the 
factors you should consider before 
committing to or leaving the industry, 
jukebox programming, and a host of 
technical sessions. And, in every case, 
the seminars are conducted by the real 
ee experts—operators like your- 
self! 


EXHIBITION 


(Year After Year, AOE Has More 
New Product Introductions Than 
Any Other Show) 


That’s right! More new equipment 
introductions at the annual AOE 


Register Tod 


AOE ’85 


springtime show than any other indus- 
try show. And AOE ’85 will be no dif- 
ferent. Once again, AOE ’85 will 
feature a large exhibition hall of all 
coin-op equipment types...All the 
latest major equipment introductions 
will be on the floor of the show...And 
the key suppliers will be there to 
demonstrate the latest equipment, 
services, and products available to the 
operator. 

Special Note: To relieve the crowd 
congestion, AOE will once again allow 
no children on the floor of the show 
until 2:00 p.m., Sunday, March 31. 


AOE BENEFIT 


(For The Nation’s Operators) 

Every attendee to the AOE will mean 
$5 to be split between the two national 
operator’s associations—AMOA and 
NCMI. In an effort to promote unity 
within the industry and to share the 
success of all future AOE shows, Play 
Meter Magazine will donate a sub- 
stantial portion of the AOE’s proceeds 
to these two operator organizations. A 
fee of $5 per person will be charged for 
each admission badge to the exhibit 
hall for all non-exhibit personnel. The 
entire amount of funds raised through 
admissions will go directly to benefit 
AMOA and NCMI programs. Addi- 
tionally, all seminar attendees will be 
given a free exhibit hall badge, and 
Play Meter Magazine will donate $5 for 


AOE 
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each seminar attendee who enters the 
exhibit hall. 


SEMINAR/WORKSHOPS 


(From The Real Industry Experts— 
Operators) 

You can attend as many as six semi- 
nar/workshops during AOE’s three 
days. Special attention has been given 
to securing the best courses and 
selecting the most articulate and 
knowledgeable seminar faculty mem- 
bers, including nationally-recognized 
leaders in the amusement industry, as 
well as experts on finances, taxes, and 
marketing. 


SEMINAR REGISTRATION FEES 


For advanced registration (postmarked 
by March 8, 1985 with payment in full), 
the cost is $25 per session. This in- 
cludes seminar registration and admis- 
sion to the Exhibition. 


Registration postmarked after March 
8, 1985, or made at the door, cost $35 
per session. These will be accepted on 
a space available basis. 


Sponsored and managed by Play 
Meter Magazine, the leading publica- 
tion in the coin-operated amusement 
industry. Published twice monthly, it is 
the best source of information in the 
industry today. 


Sixth Annual 


a 


SEMINARS 


Educating the operator has always been one of AOE’s major objectives and this year is no exception. We 
have compiled some of the most informative seminars and knowledgeable speakers to offer to operators. It 
has been said that operators are becoming more knowledgeable and stronger businessmen than ever 
before. We feel that the quality of seminars we are offering is indicative of the current needs of today’s 


operator. 


The operator is the most important asset this industry has. The more efficient the operator is able to run 


his business, the better for the whole industry. 


THURSDAY: 6 - 8 P.M. 


Session 101 
STAY IN OR GET OUT! 


Faculty: To be announced 

OK, so you are still in the coin-operated amusement 
industry. But do you know why? What are your plans? This 
no-holds-barred session will consider the questions you 
need to ask if you’re staying in the business for the long run 
or the short term. This session will present some of the 
questions you undoubtedly have asked yourself and will 
help you answer them honestly. 


Session 102 
LEAGUE PLAY CAN BE A VALUABLE ASSET 


Faculty: To be announced 

Considered an industry staple, many contend the pool 
table has kept many operators from bankruptcy. Find out 
different techniques to keep locations from wanting to own 
their own pool tables. A must seminar for veteran and 
novice pool table operators. 

Also the latest boom in the industry, darts, will be 
examined with tips for making the most of your dart games. 


Session 103 
LOCATION PROFIT ANALYSIS 


Faculty: Charles Ross, Innovative Management Consultants 

In the face of rising costs, extreme care must be taken in 
analyzing your locations. You will learn how to evaluate 
every machine and location in terms of profit, not just 
revenues. Get proven formulas that will enable you to 
evaluate every location, and each piece of equipment at 
each location. Also learn how to calculate what revenues 
are needed to make a profit from a new location before you 
invest in the equipment. You will also learn when to remove 
equipment from locations that are not making a profit, and 
equipment rotation. 


Session 104 


EFFECTIVE MANAGEMENT: HOW TO EVALUATE YOUR 
CURRENT BUSINESS AND PLAN FOR FUTURE GROWTH 


Faculty: Richard Priesmeyer, Innovative Management 
Consultants 

This popular seminar allows you to evaluate your 
business as a management consultant would. Using a 
carefully designed checklist, you can recognize specific 
strengths and weaknesses in your business. Attention is 
given to identifying opportunities which provide for 
company growth while at the same time reducing business 
risks. 


Session 105 


PRIVATE PAY TELEPHONES 


Faculty: Rick Stephen of Coin Communicators and David 
Germain of Cointel, Inc. 

In this session the experts guide you through the 
preliminaries of operating private coin operated 
telephones. Included will be an up to date summary of the 
status of each state on the use of private pay phones. 
Location placement, commissions, the special demands pay 
telephones make on operators—these and other topics will 
be discussed in this session. 


Session 106 
SEMICONDUCTORS 


Faculty: Nathan Bush, Kurt Taro & Associates 

The electronic circuits in today’s games are based 
primarily on the use of semiconductors. If you have an 
electronics failure, chances are that one or more 
semiconductors has failed. 

Semiconductors are components such as diodes and 
transistors. They are easy to understand and easy to test to 
see if they’re working properly or not. All the different 
types of semiconductors commonly encountered will be 
discussed along with their operation, testing specifications 
and ways to obtain working substitutions when an exact 
replacement is not readily available. 


FRIDAY: 9 - 11 A.M. 


Session 201 


STREET SURVIVAL 


Faculty: To be announced 

Street operators have special concerns in this post 
video boom era. Reduced game purchases, location 
relations, and memories of better days are creating 
problems at the location level. This session will offer 
practical advice on avoiding pitfalls and capitalizing on 
other’s bad business judgements. Location loans and 
advances, operations buyouts, and other survival 
techniques will be discussed in an open, free wheeling 
session on how the operator can do more than just survive. 


Session 202 


EMPLOYEE MANAGEMENT-ORGANIZATION AND 
ADMINISTRATIVE ASPECTS OF RUNNING YOUR 
BUSINESS 


Faculty: Joe Peters, Wildcat Chemical Company 

You are losing money if your company is not 
organized. There is more to running a business than buying 
games and collecting money. This session will help you 
assess your business to pinpoint the places you may have 
problems. This session is for the every day operator who 
must coordinate a business. 


Session 203 


Faculty: Charles Ross, Innovative Management Consultants 

Are you unsure of your financial status from one day to 
the next? Wouldn’t you like to know if you have enough 
cash on hand to make your payments each month? If you 
can purchase new equipment without financing? How you 
can effectively budget and forecast for the future? If so, this 
seminar will help you balance the budget as you learn to 
answer these too-often asked questions. These topics will 
be discussed along with tips on how to pull quick and useful 
cash flow information from your bank statement. 


Session 204 


Faculty: Floyd Ploeger, Innovative Management 
Consultants 

Ploeger, a professor at a Texas university, is an expert 
on the nuts and bolts of computers and how the hardware 
affects your choice of software. In this session he will 
examine the real difference in computers and go into detail 
about the most popular brands such as IBM, Tandy, and 
Apple. The characteristics of each machine provides insight 
into which is the most appropriate for your needs. Ploeger 
will be focusing on the hardware in this session and on 
software in Session 304. 


Session 205 


Faculty: To be announced 

Security is a number one priority, and the coin-op 
industry has its own special security worries. This session 
will discuss all types of security needs in your business from 
security in your building, in your games, and for the money 
between the location and your office. 


Session 206 


Faculty: Nathan Bush of Kurt Taro & Associates 

Successful electronic game repair does not always 
require the use of costly and complicated test equipment. 
The Digital Multimeter is a relatively inexpensive and highly 
portable unit that can be used to diagnose the majority of 
those failures commonly encountered in games. 

Various types of Digital Multimeters will be introduced 
with complete and easy to understand instructions on their 
use. This session is geared for those who plan on repairing 
games, but have little or no experience with electronic 
repair. 


Session 301 
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| Faculty: To be announced 


OK, so you are still in the coin-operated amusement 
industry. But do you know why? What are your plans? This 
no-holds-barred session will consider the questions you 
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need to ask if you’re staying in the business for the long run 
or the short term. This session will present some of the 
questions you undoubtedly have asked yourself and will 
help you answer them honestly. (This is a repeat of Session 
101) 


Session 302 
DOLLARS AND SENSE: FOCUS ON VIDEO 


Faculty: Todd Erikson, Summitt Amusement Company 
Most games have adjustments and statistics. This course 
will show you how to utilize them for maximum income. 
Generic defects will also be discussed. Most operators 
wonder what can be done with older equipment or new 
equipment that just doesn’t seem to be earning up to 
potential. This seminar is exactly what those operators need 
to learn how to make more with what they have. There will 
also be attention spent on individual games and how to 
make them earn more. There will be a brief mention of 
pinball, however, Session 402 will focus on pinball. 


Session 303 


CAUSES OF COMPANY PERFORMANCE: HOW TO 
MEASURE AND CONTROL SUCCESS AND FAILURE 


Faculty: Richard Priesmeyer, Innovative Management 
Consultants 

This seminar reports the findings of a study on the 
causes of company performance. It identifies specific 
management activities which are related to sales, profit, 
return-on-investment and other measures. Participants will 
gain a better understanding of how their actions can change 
performance. 


Session 304 


EFFECTIVE APPLICATIONS OF CURRENT COMPUTER 
SOFTWARE 


Faculty: Floyd Ploeger, Innovative Management 
Consultants 

This session will examine just what is available in Data 
Base, word processors, spread sheets, and others. Ploeger 
will also tell you what is coming in the future, what to expect 
from the new software, and how it will affect your decision 
to buy. 


Session 305 


EVERYTHING YOU WANTED TO KNOW ABOUT 
COMPUTERIZING YOUR BUSINESS 


Faculty: Jeff Rosenthal, M & J Tax Service 

Jeff Rosenthal is not only an accountant, but also a long 
time operator so he knows the concerns of operators. This 
seminar will help you think through the questions you have 
had about whether to computerize your business; how to 
arrange the transition from your present manual system to 
the computer; how to decide what hardware to buy; and 
what software to consider. This seminar is for anyone who 
has wondered whether to computerize and for those who 
should be considering it. 
(Attendees may be interested in the various seminars by 
Floyd Ploeger which will go into detail about hardware and 
software). 


Session 306 
X-Y AND RASTER SCAN MONITORS 


Faculty: Nathan Bush of Kurt Taro & Associates and Randy 
Fromm 

Even the most sophisticated video game won’t earn 
money if the monitor fails. Fortunately, the video monitors 
used today are easy to troubleshoot and repair. This session 
will go into detail on the two types of monitors, X-Y and 
raster scan. Topics to be covered will be monitor 
construction, operation, typical failures, troubleshooting, 
and repair. 


SATURDAY: 9 - 11 A.M. 


Session 401 
JUKEBOXES: PROFITABLE FOR TODAY’S OPERATOR 


Faculty: Joe Caruso, TAC Amusement Company 

One of the nation’s largest jukebox operators reveals 
his techniques for programming phonographs, handling 
requests, maintaining record libraries, and handling the 
special bookkeeping needs that music demands. This 
seminar is great for veteran operators looking for new ideas 
and essential for the beginning jukebox operator. 


Session 402 
DOLLARS AND SENSE: FOCUS ON PINBALL 


Faculty: Todd Erikson, Summitt Amusement Company 

This session will focus on how to make pins earn up to 
their potential and possibly beyond. Pins must be 
percentaged properly. The ins and outs of proper settings 
will be discussed. The generic defects and how to overcome 
them will be considered. Time will be devoted to individual 
games for maximum earnings. There will be mention of 
videos, however, Session 302 will focus on video. 


Session 403 
CRITICAL EVALUATION OF MICRO COMPUTERS 


Faculty: Floyd Ploeger, Innovative Management 
Consultants 

Ploeger, a professor at a Texas university, is and expert 
on the nuts and bolts of computers and how the hardware 
affects your choice of software. In this session he will 
examine the real difference in computers and go into detail 
about the most popular brands such as IBM, Tandy, and 
Apple. The characteristics of each machine provides insight 
to which is the most appropriate for your needs. (This is a 
repeat of Session 204). 
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Session 404 
TAX AND ACCOUNTING FOR THE OPERATOR 


Faculty: Jeff Rosenthal, M & J Tax Service 

This session will touch on what information the IRS 
needs and what it doesn’t need. It will discuss how to 
document and what special advantages or deductons are 
available to amusement operators. It will be easy for the 
operator to understand, presented not in legalese, but in 
plain English. 


Session 405 


SETTING UP AND OPERATING AN EFFICIENT SERVICE 
DEPARTMENT 


Faculty: Randy Fromm 

Good service can give you an advantage over your 
competitors. Good service can make the difference in 
keeping or losing choice locations. This session will give you 
the basics of setting up an organized service department to 
make the most of what you have. It will provide information 
on what you need and what you don’t need. It will continue 
with tips on operating your service department efficiently. 


Session 406 
TROUBLESHOOTING: FOCUS ON PINBALL 


Faculty: Nathan Bush, Kurt Taro & Associates 

Many operators have had videos dominating their 
routes and now are seeing profit potential in pinball once 
again. This session will help the operator diagnose and 
repair typical problems in pinballs. A must for those who 
have never operated pinballs and essential for those who 
need a refresher course in typical pinball problems. 


Session 501 
NEGOTIATING COMMISSIONS WITH LOCATIONS 


Faculty: To be announced 

Inflation affects amusement operators as much or more 
than anyone else. This session will help you with dealing 
with your locations. There will be tips to establish weekly 
minimums or service charges in lieu of raising your share of 
the commission split. 


Session 502 


Faculty: Todd Erikson, Summitt Amusement Company 
Most games have adjustments and statistics. This course 
will show you how to utilize them for maximum income. 
Generic defects will also be discussed. Most operators 
wonder what can be done with older equipment or new 
equipment that just doesn’t seem to be earning up to 
potential. This seminar is exactly what those operators need 
to learn how to make more with what they have. There will 
also be .attention spent on individual games and how to 
make them earn more. There will be a brief mention of 
pinball, however, Session 402 will focus on pinball. 


Session 503 


Faculty: Jeff Rosenthal, M & J Tax Service 

This session will help you realize that your banker can 
be your friend, what data is necessary, how to prepare, how 
to make your presentation, what to say, and what not to say. 


Session 504 


Faculty: Charles Ross, Richard Priesmeyer, and Floyd 
Ploeger, Innovative Management Consultants 

In this open discussion, the experts combine their 
expertise to discuss management, finance, return on 
investment, cost analysis, cash flow, leverage, 
diversification, and employee relations. The panel will be 
Open to questions. It is a good place to come for some 
answers. 


Session 505 


Faculty: Sharon Harris, Stan Harris & Co. 

If you don’t sing your praises to your locations, who 
will? This seminar will teach you how to develop good 
customer relations and how to promote your company’s 
strengths. The speaker has innumerable tips and advise on 
solidifying your location relations. 


Session 506 


Faculty: Randy Fromm 

Power supply failures are common in electronic 
games; and, since its not unusual for a single game to have 
more than one power supply, it’s essential to have a good 
working knowledge of power supplies. 

This session covers the construction, operation, typical 
failures, and troubleshooting of power supplies. 


Session 601 


Faculty: To be announced 

This seminar will deal with the preparation, and 
execution of various types of location agreements. Sample 
agreements will be shown recognizing the fact that contract 
law varies from state to state. Specific topics to be covered 
are terms of the agreement, commission rates, calculation 
of damages in the event of a breach, and successor clauses 
and appendixes. 


Session 602 


Faculty: Todd Erikson, Summitt Amusement Company 

This session will focus on how to make pins earn up to 
their potential and possibly beyond. Pins must be 
percentaged properly. The ins and outs of proper settings 
will be discussed. The generic defects and how to overcome 
them will be considered. Time will be devoted to individual 
games for maximum earnings. There will be mention of 
videos, however, Session 302 will focus on video. 


Session 603 


Faculty: Charles Ross, Innovative Management Consultants 

In the face of rising costs, extreme care must be taken in 
analyzing your locations. You will learn how to evaluate 
every machine and location in terms of profit, not just 
revenues. Get proven formulas that will enable you to 
evaluate every location, and each piece of equipment at 
each location. Also learn how to calculate what revenues 
are needed to make a profit from a new location before 
you invest in the equipment. You will also learn when to 
remove equipment from locations that are not making a 


profit, and equipment rotation. (This is a repeat of Session 
103). 


Session 604 


Faculty: Richard Priesmeyer, Innovative Management 
Consultants 

This popular seminar allows you to evaluate your 
business as a management consultant would. Using a 
carefully designed checklist, you can recognize specific 
strengths and weaknesses in your business. Attention is 
given to identifying opportunities which provide for 
company growth while at the same time reducing business 
risks. (This is a repeat of Session 104). 


Session 605 


Faculty: To be announced 

Nebraska tried it, Illinois is doing it now. Just what is the 
situation on video lotteries? This seminar will explain in 
detail what the video lottery is, how it works, and its 
potential effect on the amusement operator. There will also 
be a current evaluation on the current Illinois test. 


Session 606 


Faculty: Randy Fromm 

Most video game problems are easy to diagnose and 
repair once you know what to look for. Typical problems 
such as loss of picture or sound, or a screen full of garbage 
can often be isolated and repaired on location using basic 
troubleshooting procedures. This is geared for those with 
little or no knowledge of electronics. 


Amusement Operators 
Expo 785 
March 29-31, 1985 


Rooms at the special rates shown below have been set 
aside at the Sheraton New Orleans Hotel for those 
attending AOE ’85. To obtain these preferred room 
rates, you must use this form (or a photocopy of this 
form). Phone requests not accepted. 


Hotels are subject to availability; so please make your 
reservation request as early as possible. Rooms will be 
assigned based on availability at time of request. 


To: Sheraton New Orleans Hotel Zi yy 
500 Canal Street y y 
New Orleans, Louisiana 70130 NY n4 

So 


Please make reservations for _______ persons. 
Name(s): 22220 ee RoomType 


Room Type 
Room Type 
Company Name 
Address 
CRY ses hs ss sa et SEE Zip 
ATEING 23322 ee ate ab rane Bm). 


Departure Time 


CHECK IN TIME IS 3:00 P.M. AND 
CHECK OUT TIME IS 12:00 NOON 
ALL RATES SUBJECT TO APPLICABLE TAXES. 


PLEASE INDICATE YOUR CHOICE FOR 

ACCOMMODATIONS. 

0 Single: $83 

C1) Double: $98 

O Single Tower: $137, $147 

O Double Tower: $157, $167 

O One Bedroom Suite: $265, $295, $460, $570 

O Two Bedroom Suite: $424, $730 

O Additional Person: $20 


Reservations must be received no later than March 7, 1985. 


RESERVATIONS ARE HELD TILL 4 P.M. YOU MAY 
GUARANTEE YOUR RESERVATIONS BY ONE OF THE 
FOLLOWING METHODS. 


(A) ASSURED RESERVATIONS — USE YOUR 
AMERICAN EXPRESS, CARTE BLANCHE OR 
DINERS CLUB TO GUARANTEE YOUR 
RESERVATION. 

(B) ADVANCE DEPOSIT FOR THE FIRST NIGHT 
TO BE ENCLOSED WHEN MAILING YOUR 


RESERVATION. 
(C) COMPANY GUARANTEED RESERVATION 
VISA CARTE BLANCHE 


_ AMERICAN EXPRESS 
(PLEASE CIRCLE) 


DINERS CLUB 


CREDIT CARD # 
EXPIRATION DATE 


a ® 
DOELTA 


Save At Least 30% Off Your Round Trip 
To The AOE By Flying Delta Air Lines, Inc. 


Delta Airlines has been designated the official airline 
of AOE ’85. Delta, in cooperation with AOE ’85, is 
offering a special discount which affords at least a 30% 
discount off Delta’s round trip, undiscounted day 
coach fares for attendees traveling on Delta to AOE 
’85. This discount applies to round trip coach fares in 
the Continental United States and Puerto Rico which 
have not been previously discounted. 


To take advantage of this discount, follow these 

simple steps: 

(1) Leave for your AOE destination between March 

(2) Stay no longer than 15 days. 

(3) Purchase your tickets at least 7 days prior to 
departure. 

(4) Call this number, 1/800/241-6760, for your reser- 
vations (8:30 a.m.-8:00 p.m. EDT) 

(5) Say you are applying for this special AOE discount 
File Number D0151. (The discount is available only 
through this number.) 

If you use a travel agent, they can take advantage of 

your savings for you by calling this toll-free number 

also. 

Call Toll-Free Today and Reserve Your Delta Round 

Trip Tickets Today! 


1/800/241-6760 


(File Number D0151) 


REGISTRATION 


You'll save money by registering now. Since attendance in 
many sessions is limited, it is strongly advised that you 
register early to ensure your admittance into the sessions 
of your choice. To register, use the Seminar Registration 
Form on the opposite page. Please use a separate form for 
each registrant. You may photocopy the blank form for 


additional registrants. 


ADVANCE REGISTRATION 

Available through March 8, 1985, $25 
for each seminar. To qualify for this 
rate, your registration form with full 
payment must be postmarked no later 
than March 8, 1985. 


REGULAR REGISTRATION 
After March 8, 1985, $35 for each 
seminar. 


VISA AND MASTERCARD 

You have the option of charging your 
registration fees to your Visa or Mas- 
terCard account. Simply complete the 
appropriate section on the opposite 
page. You will then pick up your tick- 
ets at the Advance Registration area at 
the show site beginning at 4:30 p.m. on 
Thursday, March 28; 7:30 a.m. on 
Friday, March 29; and 8:00 a.m. on 
Saturday, March 30, and Sunday, 
March 31. 


EXHIBITION ADMITTANCE 
Registrants for seminars will auto- 
matically receive Exhibit admission 
badges with their seminar tickets. 
Additionally, AOE ’85 will donate $5 
from each attendee’s registration fee 
to benefit the operators’ national 
associations, AMOA and NCMI. Those 
not registered for seminars can buy a 
$5 Exhibit Pass at the door. This $5 fee 
will be donated to benefit the AMOA 
and NCMI organizations. 


IF YOU WOULD LIKE ONE OF YOUR ASSOCIATES TO RECEIVE A COPY 


SEMINAR TIMES AND LOCATIONS 

Seminars will take place from 9:00- 
11:00 a.m. and 3:30-5:30 p.m. each day 
except the Thursday sessions which 
will be from 6:00-8:00 p.m. All semi- 
nars will be held at the Sheraton New 
Orleans Hotel. Information on specific 
seminar meeting rooms will be avail- 
able at the show’s Registration Area. 


HOTEL ACCOMMODATIONS 

A preferred block of sleeping rooms 
has been set aside at the Sheraton New 
Orleans Hotel for AOE ’85 attendees. 
To be assured of a room at the Hotel, 
we urge you to make your reservations 
early. See the Hotel Reservation Form 
included as part of this brochure. If 
Hotel space is sold out at the Sheraton 
New Orleans Hotel, we recommend 
the nearby Marriott Hotel. The Mar- 
riott will honor the single room rate for 
AOE attendees from $83 to $88. 
Marriott’s Honored Guest Points 
applicable. 


CANCELLATIONS 

Cancellations, with full seminar refund 
will be accepted if received in writing 
and postmarked by March 8, 1985. No 
refunds will be given for cancellations 
after March 8. 


OF THIS BROCHURE, PLEASE COMPLETE THE INFORMATION BELOW 


AND SEND TO: 


Amusement Operators Expo 
P.O. Box 24970 
New Orleans, Louisiana 70184 


Name 
Address 
City 
State 


Zip 


PLEASE FOLLOW THESE 
INSTRUCTIONS 


Be sure to use a separate form for each 
registrant. Photocopy the blank form. 


address, and telephone number (in- 


1. Fill in your name, title, mber (np 
cluding the area code.) 


2. Check the appropriate boxes. This 
information is required. Open to the 
trade only. 


3, Circle the seminars you plan to 
attend. Circle one session in each time 
period. The session numbers corre- 
spond to the session titles listed in this 
brochure. 


4. Fill in the quantity and dollar 
amounts of sessions purchased. 


enclose the total payment due. 


6. Make checks payable (in U.S. Dollars 
drawn on a U.S. Bank) to Amusement 
Operators Expo. Mail the completed 
Registration Form with your remit- 
tance to: Amusement Operators Expo, 
P.O. Box 24970, New Orleans, Loui- 
siana 70184. 


5, Add up the dollar amounts “> 


7. If you are charging your registration 
fees to Visa or MasterCard, > 
complete this section of the Registra- 
tion Form. 


SEMINAR REGISTRATION FORM 


Please photocopy this form for additional registrants. Only one person per form. 

To register, please circle the seminars you plan to attend. 

Seminars are grouped by the day and time each is offered. 

Registration fees and complete registration information appear on the opposite page. 


1985 


AMUSEMENT OPERATORS ExPO 


Name 


Sheraton New Orleans 
Hotel 
New Orleans, Louisiana 


AREA CODE NUMBER 


Please check only one in each category. I have been 

in the amusement 
| am currently involved in: industry: 
B O Distributor sales B O Distributor management 10 Under 1 year 
D O Arcade ownership DO Arcade management 201-5 years 


F O Technician 
C 0 Route owner/ 
operator 


H 0 Design & development 
A O Manufacturing 
O) Other (Please specify) 


3 0 6-10 years 
40 Over 10 years 


ENCLOSE 
TOTAL REMITTANCE 
WITH THIS FORM 


The number of 
machines 
| operate are: 


5 O Less than 30 


PAYMENT IN FULL 


safe alate MUST BE RECEIVED BY 
‘ = Lhe MARCH 8, 1985 FOR 
oO Gc, 309. ADVANCE REGISTRA- 


TION DISCOUNTS 


NOTE: Select only one seminar per time period. 


(Special “Early Bird” Session) 


Thursday, March 28 
6:00-8:00 p.m. 
101 102 
104 105 


Friday, March 29 
3:30-5:30 p.m. 
103 301 302 
106 304 305 


Saturday, March 30 
3:30-5:30 p.m. 
303 501 502 503 
306 504 505 506 


Friday, March 29 
9:00-11:00 a.m. 
201 202 
204 205 


Saturday, March 30 
9:00-11:00 a.m. 
203 401 402 
206 404 405 


Sunday, March 31 
9:00-11:00 a.m. 
403 601 602 603 
406 604 605 #606 


SEMINARS 


Ol have selected seminars at $25 each ($35 each for registrations postmarked after March 8). | understand my 
Exhibit Pass is free of charge since | am registering for a seminar. | also understand this $5 registration fee will be donated 
to benefit the national operators’ associations, AMOA and NCMI. 


C1! am registering for an Exhibit Pass at $5 each. | understand this $5 fee will be donated to benefit the national operators’ 
associations, AMOA and NCMI. 


Make checks payable (in U.S. Dollars drawn on U.S. Bank) to: Total for seminars: 


$ 
Amusement Operators Expo ’85 Total for passes: $ 
$ 


TOTAL ENCLOSED: 


FOR OFFICE USE ONLY 


Mail this form with your check to: 
Amusement Operators Expo, P.O. Box 24970, New Orleans, Louisiana 70184 


If you are charging your registration to a credit card, please complete this section: 


Check one: O VISA O MasterCard 


Expiration Date 


let | 


Signature 


Card Number 


Bulk Rate 


U.S. Postage Paid 
Pensacola, FL 
Permit No. 67 


COMIN’ AT YOU! 


AOE ’85 


March 29-31, Sheraton New Orleans Hotel, New Orleans, Louisiana 


CALENDAR OF EVENTS 


SEMINAR/WORKSHOPS EXHIBITION 
Thursday, March 28 (Special “Early Bird” Session) 
Evening session—6:00-8:00 p.m. March 29-31 
Friday and Saturday Hours: Friday and Sunday 
March 29-30 10:30 a.m. - 4:00 p.m. 
Morning session—9:00-11:00 a.m. Saturday 
Afternoon session—3:30-5:30 p.m. 10:30 a.m. - 6:30 p.m. 


Sunday, March 31 
Morning session—9:00-11:00 a.m. 


NOTE: Children under 18 will not be admitted until 2:00 p.m., Sunday, March 31. 
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(continued from page 32) 


will defeat itself and fail. Most past promotions in 
table soccer actually worked against themselves for 
this reason. 


But nothing is standardized on soccer tables. Com- 
panies have changed their models regularly. 

That’s true. In the 1970's the design ignorance 
in foosball was the norm, not the exception. Manu- 
facturers were more concerned about keeping their 
production costs down and establishing territorial 
dominance by product identification. They relied 
more on the nature of their table diffrences, not merit. 

Since we leased out tables and concentrated 
our efforts on increasing the tables’ performance, our 
playing characteristics remained as consistent as 
possible. The result is a growing player base that 
players can grow accustomed to. Player preference is 
based primarily upon which table the player excells. 


What kind of promotions (tournaments, etc.) does 
your company do? 

For the most part, our tournaments are along 
the lines of tournaments in the past. We know from 
experience the formats most commonly used need 
some basic changes. The objective classification 
system will not work unless a consistent criteria is 
used as a tournament format. I feel we now have the 
basic design figured out, but it needs some fine tuning. 

We will be working hard in 1985 to establish a 
better format. During the meantime, we are having 
league-type promotions in all areas where we've 
established lease distributors. We will have many 
local, some state, and a national tournament for this 
year. 


How important are promotions in table soccer? 
Promotion has been all most companies had 
going for them. In that sense, promotions are most 
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~ Human nature will allow us to blame the equipment for our loss when 
possible. A soccer table is no exception to this rule. 


important. In fact, most table soccer companies put 
promotions above product performance. The ones 
who sold the most tables did for sure. However, I hope 
by now the operators have learned mass sales of 
product do not equal success. 

I have always felt one of the strong advantages 
of table soccer is it’s a natural for competitive tourna- 
ment play. There is no question that table soccer is 
easily promoted, and well run tournaments or leagues 
will definately increase table play. However, this must 
be kept in proper perspective. The tables’ perfor- 
mance on its individual merit is by far most impor- 
tant. After all, if you increase play, you also increase 
repair expenses. That’s one of the main points I have 
been expressing for many years. 


Do you feel operators are now looking for equipment 
that will be a better investment than video games? 

It seems that most operators are too busy 
licking their wounds to be thinking about buying new 
equipment of any kind. After what they have been 
through with table soccer, video, and cost of business 
increases, it’s understandable. I would hope, they have 
learned to purchase equipment that will give them an 
acceptable return. on investment for several years, and 
not be suseptible to get rich quick schemes with short 
term results. 


If you started marketing your tables through a 
distributor network, would that affect the relation- 
ship you have with your current distributors? 

Yes, it could affect the relationship; it could 
make it better. With an experienced, successful repre- 
sentative conveniently available, service and sales to 
other operators improves. With a combined effort, we 
could enhance our overall effort in establishing table 
soccer as a successful entity in our industry. s 
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DG Data EAST 


The Original Kung-Fu Game 
That's a Earner 


Available in Dedicated Upright Games and Cocktail Machines. 


See us at 
the ASI 


ES — DATA EAST USA, INC. 


470 Gianni Street, Santa Clara, CA 95050 U.S.A show booth 


#522 


Telephone: (408) 727-4490 Telex: 172163 DATA EAST SNTA 


© 1984 Irem Corp. Manufactured under license by Data East USA, Inc. 
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CRANKS : 


Seninsky 


Frank “The Crank” 


Super Basketball— 


a slam dunk winner 


Over the past few years, Konami 
has licensed perhaps two dozen 
games to several U.S.manufacturers. 
We have come to respect Konamias 
one of the leaders of our industry. 
It's good news to know that this 
company has taken some giant steps 
forward. 


With the acquisition of Inter- 
logic (which licensed Mega Zone 
from Konami), Konami, Inc. is now 
conducting business near Chicago 
with some pretty well known and 
talented people. Ben Har-El is head- 
ing up the organization with help 
from Vice President Frank Bundra; 
Rene Lopez, sales manager; and 
Frank Pelligrini, director of con- 
sumer marketing. They are now 
located at 1555 Brummel Ave., Elk 
Grove Village, Illinois. 


After testing several of the con- 
version kits shown at the AMOA, I 
can strongly recommend Super 
Basketball (vertical mounted) as a 
must for street and arcade operators 
alike. My collections on this game 
have remained high for ten weeks. 
As you know by now, I don't rely on 
manufacturers test reports or 
equipment polls. These are only to 
alert you to all the possible candidate 
games that should be looked at 
before spending those precious 
dollars. 


Some operators are holding back 
on Super Basketball because the 


player can only play offense against 
the computer. They feel the game 
would be better if two players could 
compete directly against one another, 
offensely and defensively. But the 
players don’t seem to mind! To 
make this a truly two-player game 
would require starting from scratch 


setting, and slightly increasing the 
difficulty level, you are giving the 
players a better chance of getting 
through the first couple of stages. 


_Later on, you can always make the 


game harder as your players become 
more skilled and collections start to 
drop. 


TABLE 1 


DIP SWITCH SETTING 


Time for each state 


Setting to Qualify 
Difficulty level 


and designing a completely new 
game. In my opinion, a ROM change 
to accomplish this is not feasible and 
Konami presently is not considering 
another version of this basketball 
game. So there is no reason to wait. 

By placing our initial five games 


On various settings, we saw that the 


factory settings are slightly harder 
than they should be. Many players 
found it difficult to get past the first 
level of play. This turned off about 
25. percent of the initial players 
interviewed. 

Table 1 shows the factory 
settings and the suggested settings 
for the three main levels that affect 
game play. By slightly increasing the 
time, decreasing the qualification 


FACTORY 
40 seconds 


SUGGESTED 
50 seconds 
1 is 78 
2 , 


Installation Tips 

1. It is really simple to install a 
Konami kit into another game that 
has a Konami PC board. The wiring 
harnesses will be almost identical. 
You will still have to rewire parts of 
the control panel. Maybe it’s time to 
reconvert some Roc n’ Rope games? 

2. Super Basketball requires a 
vertically-mounted monitor and a 
power supply with +5 and +12 volts. 
The specs call for +5V at 5 amps; 
but, if you have to add a power 
supply (for example, if you’re using 
an Atari Dig Dug), I suggest getting 
a 7-amp supply to be on the safe 
side. 

3. Although the button decals 
are made of an acrylic material that 
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ADVERTISEMENT 


_DEDATA EAST 


March 1, 1985 


Dear Operator: 


Our industry is presently being challenged to stay in existence! It’s not an easy fight, and 
there already have been casualties at all levels—manufacturing, distribution, and operation. 
Everyone’s goal is to survive and remain ina healthy coin-op industry. However, there is a growing 
menace that could eventually end the industry—THE COUNTERFEIT/USED BOARD 
PROBLEM. 


Every operator that buys a counterfeit or illegally imported used board is contributing to 
the end of our industry. The overall market for a manufacturer’s game has shrunk substantially in 
the past years. Manufacturers must learn how to exist in this smaller market and still recoup 
development costs for not only the hit games, but also games that don’t even reach the market- 
place. New games keep the players putting quarters/tokens into your machines. Without new 
games, there is no industry. 


New CRIMINAL laws have recently been enacted that require a one year jail term and 
$100,000 fine for a first time offense of selling or operating an illegal game. Statue 17 U.S.C. 104 
(willful copyright infringement for profit). 


Used boards imported from overseas are also a clear violation of U.S. Copyright Laws. 
“Unauthorized importation of product that was lawfully made outside the United States is an act 
of infringement.” Nimmer on Copyright. Section 8.12 [B] [6] 


DON'T GET INVOLVED IN THIS CRIMINAL ACT. Used KARATE CHAMP boards are 
illegal. If you do not purchase KARATE CHAMP from one of Data East’s authorized distributors, 
there is a very high likelihood you are participating in a criminal act. 


For our new game, KUNG FU MASTER, (known as Spartan X in Japan) there are no legal 
kits available of any kind in the United States or Canada. If you buy a KUNG FU MASTER 
(Spartan X) kit, you are buying an illegal product. 


In summary, we want to make you aware of the true facts regarding our gqames KARATE 
CHAMP and KUNG FU MASTER, and the criminal statutes governing illegal counterfeit and used 
kits. Lastly, we want to solicit your assistance in keeping fresh new games coming to the coin-op 
industry. 


Sincerely yours, 


Robert E. Lloyd 
President 
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is hard to peel off, the players always 
seem to find it necessary to remove 
or chip them. Without these decals, 
few people will take the time and 
spend the extra money learning 
which buttons do what. One method 
of keeping the decals in place is to 
apply a coat of polyurethane. A better 
way is to bolt a clear piece of plexi- 
glass over the control panel. This 
will also keep the overlay from 
getting burned, stained, or peeled. 

4. Figure 1 shows a factory 
recommended layout for the buttons, 
which appears to me to be too 
crowded. If you can, relocate the first 
and second player start buttons to 
the front of the panel, as on a 
Zaxxon. Putting the three buttons 
in a horizontal line but close 
together is another possibility. How 
you position the buttons will greatly 
affect your earnings potential. 

5. Super Basketball generates 
“composite negative sync.” This 
signal is the output of Pin 14 of the 
PC board edge connector. If you 
have a monitor that has separate 
negative sync inputs (Electrohome 
and Wells-Gardner), you can tie the 
-~H and -V together to make the 
composite negative sync connection. 

In some cases, on some of the 
older Electrohome monitors, tying 
-H and -V together will not stabi- 
lize the picture. Figure 2 shows a 
Konami solution that works quite 
well. Hook a wire from Pin 14 to the 
—-H negative sync input of the moni- 
tor. Run a wire from the PC board 
(at location B2) from the output of 
Pin 16 of the 74LS244 IC (with the 
470 ohm and 100 ohm resistor con- 
figuration shown) to the -V input of 
the monitor. 

6. If your monitor has positive 
composite sync, by now you should 
be familiar with using a 7404 or 
74LS04 IC to make the required 
change. The negative composite 
sync from Pin 14 on the PC board 
goes to Pin 1 of the 7407 IC. The 
output of Pin 2 of the 7407 runs to 
the input of the positive composite 
sync monitor. Hook Pin 14 of the 
7407 to any convenient +5V on the 
PC board and Pin 7 of the 7407 toa 
ground connection of the PC board. 
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7. Congo Bongo is a good candi- 
date for a Super Basketball but you 
must drill four new joystick holes 
because the Congo Bongo joystick 1s 
mounted at a 45-degree angle. 

By the end of January Konami 
will start shipping its new road race 
driving kit, Road Fighter. 1 played 
this at the AMOA Show and 
thought it was excellent. It has been 
the Number 1 game in Japan the last 
few weeks. This kit will have a two- 
way joystick and button-controlled 
high and low gears. A ¥%-inch plexi- 
glass marquee is included. The side 
decals are made with a four-color 
process which makes them look just 
like the four-color brochures we 
always see. A 21-inch by 31-inch 


1P START 


2P START 


color promotion poster of Road 
Fighter is also planned as part of the 
kit. 

Konami will shortly introduce 
its new technology upright (one 
monitor) system games. I haven't 
seen them yet but heard that there 
are special monitor mounting 
brackets that allow you to change 
back and forth from horizontal to 
vertical mounts in just a few 
minutes. 

If you have further questions you 
can reach me or Joe Rossi, (who 
tested the various difficulty settings), 
at Alpha-Omega Amusements & 
Sales, 6 Sutton Place, Edison, NJ 
08837. Telephone: 201/287-4990. 

As always.... keep cranking!e 


FIGURE 1 
Factory recommended layout for control panel. With all the buttons, 
I feel the panel is “too crowded.” Try to move 1P and 2P start buttons 
to front side of panel as on Zaxxon. 


PC board edge connector 


VIDEO SYNC 
Pin 14 output 


100 82 


74LS244 


(LOCATION:B2) 


P.C. BOARD 
PWB(A) 
2000177B 


Super Basketball 


FIGURE 2 
On some Electrohome monitors picture will not be stabilized when 
-H and -V are tied together, even though the monitor is made to 


take negative composite sync. 


To stabilize picture, run a wire from Pin 16 to IC 74LS244, with the 
two resistors, as shown, to the —V on the monitor chassis board. 
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Technical Topics 


MOS/FET & J/FET Circuit Design LCP 


Lesson 10: 


Constant Current Source 


Editor's Note: The material below is a serialization of the Kurz Kasch correspondence course for electronics, 
designed specifically for the coin-operated amusement industry. This course is copyrighted and owned by Kurz 
Kasch of Dayton, Ohio, and its reprinting is being sponsored jointly by Kurz Kasch and Play Meter magazine. This 
material is authorized for publication exclusively in Play Meter magazine. 


Lesson Ten Constant Current Source. In this lesson, the 
methods of biasing a FET for use as a constant current source is 


described. 


CONSTANT CURRENT SOURCES: 


One of the more frequently publicized uses of the FET is 
the constant current source. Because of its low operating voltage 
and high output impedance, these devices are well suited for this 
application. The region of constant current operation is in the 
saturation region for which the drain-source voltage is larger than 
the pinch-off voltage. Fig. 10-1 shows a portion of the drain 
characteristics curve for which the device is biased at Vos. Any 
change in the drain current is reflected by a change in the 


Ip 


Ip, 


Vos 
Vp Vps, 


Fig. 10-1. Typical Drain-Source Characteristics of a FET. 


~ "$$ C 


Fig. 10-2. JEET Constant Current Source. 


drain-source voltage. Thus 


A Ip =A Vps 8ps (10:1) 


If gpg is a very small value, then the change in drain current will 
be very small for a change in Vps. 
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A simple JFET constant current source is shown in Fig. 
10-2. The drain current is adjusted by the source resistor, Rg. The 
output impedance as seen by the load can be found by examining 
the equivalent circuit shown in Fig. 10-3. The expression for the 
output impedance, Z,, is found to be: 


ee (10-2) 


Ib 
! 


1 + (gm + gps) Rg 
&ps 


Ip 


Fig. 10-4. Cascaded JFET Constant Current Source. 


If 2m > Sps> then 


) as (10-3) 
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By using a cascaded configuration, the output impedance | 


can be increased by the factor gm/8ps- Fig. 10-4 shows this 
configuration for which it is assumed that the characteristics of 
both devices are equal. The output impedance is found in the 
same manner as before by using the equivalent circuit shown in 
Fig. 10-5. Thus, 


(10-4) 


1 
Zo = (1 + 8m Rs) (8m + 8ps) * 
ps? 


Fig. 10-5. Equivalent Circuit of the Cascaded JFET Constant 
Current Source. 


Since 8m > Zps, then 


Zo = (1 + gm Rs) 8m /8ps? (10-5) 


which is gm/&pg times as large as the output impedance of the 
single FET circuit. This circuit has much better current regula- 
tion if the gm/gp g ratio is large. 


EXAMPLE 1: 
Design a constant 1.3mA current source to be used with a 
Zener diode voltage regulator. The device parameters are listed 


below. 
(a) Zener diode 


V, = 6.83v @ 1.3mA 
(b) JFET 
Ipss =20mA 
Vp = S.1v 


Zmo = 8000umhos @ Ipss 


Zps = 30umhos @ 1.3mA 


then 


The source resistance can now he found to be 


V 
Rs = GS 
Ip 
— a 1V. | 
Ss 1.3mA | 
Rs= 2.85KQ 
Ip = 1.3mA 


Fig. 10-6. JFET Constant Current Source for a Zener Diode. 


The output impedance as seen by the diode is given by Eq. 10-3. 
a LF gi Rs 


Eps 


where g, must be measured at 1.3mA, or calculated from 


&m — mo Ince 
1.3 


Zm = 8000 umhos x0 


2m = 2050 umhos 


Therefore, 
1 + (2.05) - 10°73 + (2.85) - 10° 
Zo = E+ (2,05) > 107" + G85) ° 10" - 10°Q2 
30 
Zo = 228K 2 


By using two of these JFETs in a cascade arrangement, Z, can be 
increased to 


Zo = y 
8DS 
The simplest method to use is the single JFET current source 
peas ; 2050 

shown in Fig. 10-6. 7. = (2080) 228K 2 
Since 

Z, = 15.6M 2 

Vag. SVer (Il = 
GS = *) = 
Ipss which offers about 68 times better current regulation. 
| 
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CRITIC'S 
CORNER : 


Roger C. 
Sharpe 


If anyone ever doubted the time- 
less appeal of pinball, current trends 
should prove the viability of the art 
form and that it will always be a part 
of the industry. With too many 
repetitive video games in the mar- 
ketplace, it really wasn't such a big 
surprise that players might be more 
than ready to try something dif- 
ferent. 

Even in a depressed industry, the 
most activity now taking place is 
under glass at such companies as 
Bally, Williams, Premier, Game 
Plan and the hopeful folks at Wico 
and Stern. These domestic firms, 
along with Zaccaria, were getting 
fine feedback at AMOA and the 
ensuing months shouldn’t have 
done anything to alter whatever 
enthusiasm was present for those 
four days this past fall. 

Admittedly, much has happened 
since the ‘84 edition of coin-op expo. 
There have been some tragic and 
saddening passings including Ralph 
Lally, Sam Stern, Sam Gensburg, 
and Albert Simon. After having 
made a name change to feebly oblit- 
erate more than five decades of an 
impeccable reputation, we watched 
the ill-fated Mylstar fade to footnote 
Status in coin-op history then 
Premier Technology rise from its 
ashes, hoping to reclaim some of the 
Gottlieb pinball tradition. 

Elsewhere, Williams Electronics 
is put to another test. Last summer's 
rumors of a possible Bally alliance 
hurt the company. And now, despite 
the firm’s impressive Space Shuttle 
pin, the quick departure of company 


Flipping out 


President Michael Stroll is unsettl- 
ing. 

Even that goliath Bally, which 
had consumed the likes of Sega and 
Sente, couldn’t avoid some unpleas- 
ant coverage in the financial sections 
of major publications when figures 
of loans and lack of profitability in 
coin-op operations opened the door 
to many questions. 


But it’s wrong 
to think 
the coin-op industry 
is totally 
punch drunk 
or down 
for the count. 


Although Peggy Lee once sang 
“Is that all there is?” and Esther 
Phillips wondered about “What a 
difference a day makes,” this busi- 
ness seems to build upon both of 
these statements in its own unique 
way. After all, who can forget the 
leading light of the 1983 convention 
in New Orleans, with a product that 
took the industry and players by 
storm? Of course, I'm referring to 
Centurt which was anything but an 
overnight sensation. From its early 


days as Allied Leisure to its change- 
Over to a new name and new man- 
agement, the Florida-based firm 
created a niche for itself and then 
built up from there. Then the 
bubble burst along with a last gasp 
effort to establish a plan called “The 
Direct Connection.” 

It's a measure of the times that 
we re not even shocked or surprised 
by most of this anymore. Like a 
fighter in the ring too long, most 
industry members have been battered 
about from one corner to another 
for more than two years. The sus- 
tained punishment has been enor- 
mous, and the ringing in the ears 
isn't something that’s going to go 
away for a period of time. But it’s 
wrong to think the coin-op industry 
is totally punch drunk or down for 
the count. There are signs that much 
of the upheaval is winding down on 
the broader scale. 

Science tells us that for every 
action there ts a reaction. The greed 
that spawned outlandish growth 
and unrealistic expectations resuited 
in this coin-op demise. What we're 
witnessing on all levels, from a 
crippled manufacturing network to 
an equally shattered force of dis- 
tributors and operators is a neces- 
sary repositioning of the power 
base. 

We are plunging toward an 
industry that will once again look 
very similar to the one I happened 
upon back in late 1974 when those 
involved in the business weren't 
doing too bad compared to where 
they had been. It was a much quieter 
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E-PROM 2716, 2732, 2764, 27128 
DYNAMIC RAM 16K, 64K, 256K 
STATIC RAM 6116, 2114 

TTL 

POWER SUPPLY & MONITOR 


Quick Follow-Up 
& 
Prompt Delivery 


Contact us for lower price & list 


KYUGO TRADING 
CO), ETD. 


2-6-14 Higashiyama, meguro-ku 


TOKYO, JAPAN 


Tel (03) 7921041 7921042 
Telex: NASAT J32243 


BANK: The Fuji Bank Ltd. 
Ikejirioohashi Branch 
A/C No. 604889 


WHAC-A-MOLE 


Everyone loves Whac-A-Mole! 
Customers love to play and you'll 
love the way it pays. We have been 
building popular and dependable 
games for over a decade. Call and 
let us tell you more about our 
entire line of successful games. 
Ask about our distributor discount. 


Bob’s Space Racers, Inc. 
427 15th Street, Daytona Beach, 
Florida 32017 
Telephone: 904-677-0761 


Manufactured in the U.S.A. 
Makers of amusement games since 1970 


environment that operated much 
closer to the vest in terms of profit 
margins and product design trends. 
As I remember, without delusions of 
grandeur running rampant, the 
people I began to meet and get close 
to, werent all that unhappy or 
pleading poverty. 

The majority of individuals, in 
fact, were doing quite nicely by any- 
one’s standards. There were a few 
luxury cars around and more than 
enough business to keep those 
involved comfortable and not look- 
ing for outside work. Well, fun- 
seekers, those who believe for a brief 
time that God’s chosen people were 
really coin-op brethren, the sad 
truth is that almost every industry 
deserves a shining moment in the 
sun when all that is touched turns to 
gold. But as any good student of the 
Bible will tell you, even the city of 
Sodom had to pay a steep price for 
its excesses. 

~ This isn’t to suggest that by 

some divine intervention the 
amusement game business has to 
pay retribution, just that all good 
things must come to an end. It’s a 
part of the checks and balances 
which operate on all levels of every- 
day life. And when the thinking 
began to exhibit some foolish notion 
of invincibility, the handwriting was 
on the wall. I don’t care what type of 
coin-operated leisure time enter- 
tainment we're talking about now 
and in the future. To believe the well 
is bottomless or that public demand 
will sustain an all-out assault is to 
miss the ultimate attraction of the 
coin-op form. 

Whether pinball, video, novelty 
machines, or some other futuristic 
contraption of boundless vision and 
technological innovation, the bottom 
line is that the audience will always 
define itself and its level of need. 
What must be recognized 1s that the 
creations of the industry might 
always be limited to each succeeding 
generation of young people as the 
primary focus, with a generous 
smattering of those individuals who 
are forever young or just looking to 
reclaim a few memories of more 
innocent days and times not com- 


plicated by the concerns of the adult 
world. 

The games—all types and 
kinds—can provide entertainment, 
escape, and competitive allures, 
unequalled by other leisure time 
activity forms. And they do so at a 
price which has remained remark- 
ably economical. 

To the self-doubters who grow 
in number with each upheaval, all 
that I can offer is the assurance that 
for more than five and a half 
decades, this industry survived its 
ups and downs. So this dark period ts 
no different. We remain a vital, truly 
limitless industry. 

Eventually, all of the shock 
waves will pass, and we'll return toa 
rather small, hard-core fraternity of 
manufacturers. It wasn’t long ago 
that Chicago boasted only four 
majors and California another two 
to four. The quality of product from 
those remaining will also likely 
improve. Production schedules will 
be more tightly controlled, and all 
who participate will once again 
plant the seed for the next industry 
upheaval. 

Until then, we're left with the 
current developments and introduc- 
tions designed to get the industry 
onto a more positive track. It’s time 
to get back to the present offering of 
machines. They represent examples 
of how the industry is building upon 
solid ground. 


Bally Midway's 
Spy Hunter pinball 

We once had a Space Invaders 
flipper game which had almost 
nothing in common with its video 
counterpart except for name and 
some scoring features. Then we saw 
Williams try to gain some recogni- 
tion with its extremely capable 
adaptation of Defender in pinball 
form. Proving once again that good 
ideas can remain effective when 
they're not overdone, Bally is back 
hoping to capitalize on one of the 
real video winners for '84. And not 
only do the graphics and sound 
effects make the resemblance more 
than superficial, so too does the 
scoring areas on the board. 


PLAY METER, March 1, 1985 


Playfield: The action begins 
right off the plunger with a feature 
that brought an extra bit of timing 
and skill to the company’s Medusa 
pin way back when. There’s achance 
for the player to gain some large 
point totals before the ball enters 
onto the main field. With a design 
that brings across the sensation of a 
double-level layout, what we have 
here is an upper board area com- 
plete with targets and flippers, as 
well as a lower area and evena third, 
top left, set up that demands some 
precision shooting and sequencing. 

At entry, the player finds an 
array of seven targets (A-G-E-N-T 
G-K) as well as a neatly placed cap- 
tive ball where the potential is to 
gain increased totals along with 2X 
and 3X playfield values and a 
special. In addition, a top left gate is 
the only access to an interesting 
three-row, nine rollover grid that, 
along with the ability to use a flipper 
button change, can mean more 
scoring punch, a possible bonus 
holdover, special, and even extra 
ball. 

Leaving this part of the board 
from either the left or center, the 
rest of Spy Hunter isa slightly left of 
center bank of four drop targets, 
along with a lone thumper bumper 
on this side and a double out-lane, 
along with the possibility of an open 
gate feature to salvage some roll 
downs. 

At right is a spinner fronting a 
kick-out hole (similar to a set up 
once found on an ill-fated Williams’ 
piece called E/ Rancho) that is tied 
into an eight step advance beginning 
at 25,000 points and incrementally 
increasing to a top of 200,000 points 
and also a special. When the appro- 
priate lights in this display can be 
lined up, the value is awarded as the 
ball sits in the kick-out hold. Move 
down and a four bank of stand ups 
are perpendicularly placed before 
we get to the bottom flippers. 

Analysis: The layout of Spy 
Hunter torces some interesting play 
adjustments only because the action 
tends to be so vertically focused. In 
essence, there are three separate, 
and distinctively different, fields 
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QUARTER 


AFTER QUARTER 


autorovo 
kiddie rides 


of america inc. 


WHERE QUALITY 
, STAYS 
NUMBER ONE 


P.O. Box 907 
Fredericksburg, VA 22404-0907 
Telephone: 703/373-2853 


In Canada: 

Ralph's Automatic Coin Machine Ltd. 
Burnaby, B.C. V3N 3C6 

Telephone: 604/525-5656 


In Europe: 
Cirkel Trading International b.v. 


3765 AA Soest.. Holland 
Tele: 02155 17434 e Telex: 73381 cirka 


SHOW YOU'LL NEVER FORGET 


1985 
AMUSEMENT OPERATORS EXPO 
MARCH 29, 30, 31 
SHERATON NEW ORLEANS 


OWNED, OPERATED, AND MANAGED BY 


PLAY METER MAGAZINE 
PUBLISHED BY SKYBIRD 
P.O. Box 24970 ¢ New Orleans, LA 70184 ° 504/488-7003 
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Van Brook supplies Tokens to 


Major Casinos in every part of the 
World. 


VAN BROOK OF LEXINGTON 
P.O; BOX 6044 LEX, KY. 40565 


606-231-7100 


1985 
Amusement Operators Expo 


March 29, 30, 31 
Sheraton, New Orleans 


COME TO THE SHOW... 


PUT 
BALANCE 
IN 

YOUR 


BUSINESS! 


OWNED, OPERATED, AND MANAGED 
BY 


PLAY METER MAGAZINE 
PUBLISHED BY SKYBIRD 
P.0. BOX 24970 
NEW ORLEANS, LA 70184 


504/488-7003 


SPECIAL NOTICE 
purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


‘In business for 50 years! 
International reputation for selling the 
~ finest used videos, flippers, & amusement 
"games available anywhere. | 


~ EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games. authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 


Metairie, LA 70002 * 504/888-3500 
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within the total board where what 
you do in one will have some impact 
on the others. At the top, the big 


challenge is to keep the ball alive, 


hitting targets and the captive ball 
in order to build up point values and 
potential bonuses. Some cradling 1s 
needed to slow down the close-range 
rebounding, although more often 
than not, players will find the ball 
draining down the center, rather 
than being able to finish off a 
sequence of shots by landing in the 
top left rollover area. 

If the top left area can be made, 
it's a matter of pressing the right 
flipper button to line up each of the 
three rows so as to get all nine spots 
lit, before the ball exits out to the 
thumper bumper. If this can’t be 
done, it’s a question of sending the 
ball back up from the lower flip- 
pers—either to the top area, or 
somewhere around the main field of 
drop and stand-up targets, as well as 
that spinner and kick-out hole com- 
bination. 

The drop target bank offers its 
own separate build up, from 10,000 
points up to 70,000 points and a 
possible special, which neatly com- 
plements the spinner and hole build 
up in the scheme of things. How- 
ever, the main problem in play and 
continuity is the lack of movement 
and freedom on the lower left, with 
its double out-lane configuration, 
although there is the chance to open 
up a gate. 

For the most part, though, 
there's a real sense of doom when 
the ball is around this spot as well as 
a feeling of hopelessness, unless the 
game tilt has been liberally set to 
allow for some aggressive nudging. 
Reverses, by and large, have been 
equally restricted by the board 
geometry leaving some steep 
vertical angles to navigate along 
with short, precision shots in order 
to maximize the game’s scoring 
potential. 

Graphics: Even without the 
obvious video game tie-in, the art 
work on Spy Hunter is bold, eye- 
catching and an excellent example 
of just how striking pinball visuals 
can be. Add to this some well- 


conceived programming for flashing 
lights and the inclusion of strong 
sound effects and, cosmetically, at 
least, Spy Hunter is a powerful look- 
ing coin-op vehicle. 

Play: The scoring potential is 
there on this game, although the 
ability to master the play on a 
repeated basis 1s another story. On 
three-ball, extra ball settings, you 
might want to try a 600,000 point 
start followed by a limit of 900,000 
points. On free play, however, this 
can easily be upgraded by about 
400,000 points for each level, 
depending, as always, on your per- 
centaging and the caliber of your 
customers. 

Pros & Cons: Spy Hunter, 
admittedly, has a great deal going 
for it, especially in terms of per- 
ceived entertainment value on 
cosmetics alone. The problem with 
the game, however, is its great 
imbalance in layout, with the lower 
left area posing the greatest diffi- 
culty. 

By moving the flippers over to a 
more centered position and opening 
up both sides on the bottom, the 
player might have been able to enjoy 
a fuller range of shots and a more 
satisfied response from start to 
finish, rather than that frequent let 
down when a ball is now lost on the 
left. In fact, the lone thumper 
bumper really doesn’t do too much 
in the way of providing any 
meaningful lateral action since the 
slow roll-down of the ball from the 
extreme left precludes a measure of 
velocity that’s necesary to keep the 
action at a faster pace. 

Otherwise, Spy Hunter does 
offer some well-conceived individual 
build-ups for specific target areas 
and a degree of continuity from top 
to bottom. But this isn’t going to bea 
game for all people since the focus ts 
definitely on the ability to mani- 
pulate the flippers and place shots at 
key areas. 

Rating: No one suggests that 
every game must be symmetrical. In 
fact, it's nice to have a change of 
pace, but the need exists to exhaust 
all possibilities when it comes to 
balancing a pinball playfield and 
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gauging the effect of various target 
placements. Spy Hunter, unfortu- 
nately, misses the mark by taking 
some of the limited control away 
from the player at a crucial point of 
play on the board. The result is a 
machine that has much to offer, but 
very little opportunity to fully 
appreciate the logic and creativity 
behind the creation. We'll go witha 
##'4 for this near hit and hope for 
better things in the future from the 
folks at Bally Midway. 


Konami's Super Basketball 

Despite a setback here and there, 
the past few years have been kind to 
this Japanese coin-op force. It’s 
funny to remember back, and it 
wasnt that long ago, that I was 
seeing Konami-created efforts in 
Stern cabinets as the company began 
slowly to make its presence known 
in the marketplace. 

Now we're finding the Konami 
name all by itself on the header 
glass, and one effort that has shot 
out of the dark is Super Basketball. 
When I encountered this game at 
the AMOA, my first reaction was 
that I couldn't really control the man 
(woman, in this case) on screen who 
I was passing to. But this was only an 
example of the type of learning pro- 
cess which the game offered for 
intrepid players. 

Back in New York City, with the 
first models making their appear- 
ance on test, I quickly discovered just 
how capable today’s players are in 
picking up the subtleties of almost 
any game. And Super Basketball was 
no exception. The dribble button, 
along with the controls to pass and 
shoot and a joystick to direct on- 
screen movement seemed to be 
almost reflexive exercises for the 
individuals I observed and ques- 
tioned about the game. 

The familiarity of the theme was 
a strong selling point, especially for 
an inner-city market; and, although 
the teams were comprised of female 
players, no one seemed to mind and 
didn't lose any enjoyment from slam 
dunking and pressure-packed jump 
shots from the perimeter. With 
scoring that’s based on performance 


I quickly discovered 
just how capable 
todays’s players are 
in picking up 
the subtleties of 
almost any game 


And Super Basketball 


was no exception. 


as well as time, Super Basketball 
incorporates the ladder approach to 
design, found on such games as 
Punch Out!!, where the player 
competes against one time of 
limited ability, before moving on to 
the next opponents and so on until 
the championship game. 

This type of progressively diffi- 
cult action seems to work well 
within the area of sports and Super 
Basketball manages to build in 
intensity from each succeeding 
game to another. Borrowing upon 
the action of the Track & Field 
controls, Konami has once again 
integrated a multiple button/joy- 
stick set up that’s easy to use, but 
difficult to master. In either dedi- 
cated or conversion format, the 
company appears to have hit 
nothing but net with this fast-paced 
round ball spectacular that doesn’t 
miss too many dribbles in delivering 
a solid ###% and some very 
satisfying run and gun activity. 


Universal’s Do! Run Run 
The saga continues as the clown 
prince of video returns once more 
after having survived his castle and a 
wild ride. This time the action 
borrows heavily from some familiar 
video themes as Do! must make it 


DON'T BE MISLED! 
All the major equipment 
lines will be on display 
at AOE '85! 
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ESE SERS AL LL SI ESAS RE LS SEE ET ENE REN SEES 


around a field of balls (memory of 
Crystal Castles) trying to clear the 
entire screen while avoiding a cast of 
ever present nasties. 

Some nice touches to the basic 
design are the inclusion of some dif- 
ferent levels of each screen so that 
its not just a straight, flat path 
around, and the ability to throw 
powerballs at the approaching 
villians for extra points, along with 
the chance to set logs free so they 
can roll down and hopefully crush 
the enemy. 

The play doesn’t change dra- 
matically from screen to screen, but 
for many players this can be a posi- 
tive feature since they have only to 
refine their strategy in order to 
improve with each succeeding play. 
The result might be repetitive for 
many individuals who have been 
here and back, but Run Run does 
have enough nuances to keep it 
challenging for a very broad audi- 
ence of both young and old video- 
philes who support the basics when 
they run across them in their local 
arcades and fun centers. 

There is, however, the hope that 
Universal is going to soon retire this 
little fellow to more original 
designs, but, I suppose, as long as 
there is a market for a video staple, 
we ll be seeing the visage of Mr. Do! 
and a new land of excitement to test 
players’ skills and endurance. For 
this go-around we'll serve up a ##”% 
and see what the coming months 
will bring in the way of confirmation. 

And so it goes in the world of 
coin-op. There have been a stag- 
gering share of tragic passings, but 
the game must continue as we watch 
to see how the rest of 1985 shapes 
up in terms of getting business back 
on its feet. I, for one, am eternally 
optimistic, but then that’s my nature 
as a game player. 

The days of quick solutions are 
gone. Now maybe we'll be able to 
see some real thoughtful creations 
that pay attention to detail as well as 
the more superficial effects. Next 
time around we'll see what the 
progress, if any, has been. Until 
then, as always, be well and pro- 
sper. ° 
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A COLUMNIST REFLECTS 


ON HIS PUBLISHER 


By Roger Sharpe 
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Even now it’s difficult to 
imagine that little more than two 
months ago I had seen Ralph in 
Chicago at the AMOA. It was our 
typical stop-and-go-on-the-run- 
hello-how-are-you kind of meeting. 
In the middle of all that running 
around—me to get to the booths and 
play all the machines, and Ralph to 
get his pictures and various inter- 
views—we never really did get a 
chance to sit down and talk at 
length. Over the years, however, | 
felt I knew Ralph, not because we'd 
sit down and talk but because we had 
been through much together. 


I remember the New York state 
show back in the spring of 1976. It 
was my third coin-op convention; 
my first trip to Stevensville and the 
famed Catskills and a time for 
celebration. New York City was in 
the process of opening its doors, 
after more than three decades, to 
pinball machines. The industry in 
general was on an upswing. 

Having access to the major com- 
panies, I was writing for the trade 
books on a regular basis, but events 
at the convention helped change 


somewhat my role in the business. 
The show had closed for the day. 


Here’s Roger back in the early days with a 1965 Buckaroo flipper game. 
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And, although I had managed to 
play almost non-stop from show 
opening to close, that wasn't enough 
to satisfy me; so I headed to the 
hotel’s game room with quarters in 
hand for a bit more flipper fun. 

I think it was Williams Space 
Mission that I was putting through 
its paces when Ralph appeared at 
my side. He laughed and said he 
couldn't believe I could still be 
playing, plugging in my money, 
after having played for free all day 
long. But, after the game was over, 
there was Ralph, joining me for 
another flipper game. 

Our conversation rambled from 
playing styles to industry trends to 
product development and God only 
remembers what else. I told him 
how I perceived the general business 
practices in the industry. I said I was 
struck by the almost off-handed 
manner in which operators bought 
equipment from distributors. Many 
would walk around a showroom, 
pull back the plunger on a game or 
two and then watch the ball move 
around for a couple of seconds. 
Rarely would they even play an 
entire game. When buying games, it 
appeared for the most part, it was a 
done deal before the operator even 
opened the door. The only question 
was how many, from which manu- 
facturer, what the availability might 
be and financial terms. 

I told Ralph I couldn't believe 
the industry's lack of understanding 
of what made a good game. Where 
was the operator's justification for 
spending thousands of dollars. How 
did an operator know whether any 
given game was right for his cus- 
tomers? I felt strongly that, although 
not an exact science, there needed to 
be more input detailing the pinball 
machines that was being introduced. 
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After a few games, it was clear 
we both believed many of the same 
things about industry issues and 
problems. 

A half hour passed before Carol 
finally discovered where Ralph was 
holed up. The two of them went off 
to dinner, and I continued to play 
just one more game. 

The next day Ralph took me 
aside. Sitting in an abandoned 
dining room, Ralph proposed a 
more regular relationship between 
Play Meter and myself. Ralph pro- 
posed devoting a column in every 
issue to reviewing games, and he 
asked if I was interested in taking on 
the assignment. 

I was, and with the July, 1976 
issue of Play Meter, my first “Critic's 
Corner” appeared. It easily could 
have been my last, for Ralph received 
incredible pressure to stop running 
my column. After more than four 
decades of business, the industry was 
reading, for the first time, critical 
analyses of new product. Out in the 
open and not left for whispers 
behind closed doors. And some 
manufacturers and distributors 
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didn't like the idea of one player/ 
critic turning thumbs-up or thumbs- 
down on their games. 

Ralph wasn't prepared for the 
reaction, for my reviewing process 
didn’t just describe features of new 
games and comments about play- 
ability and graphics, I also rated the 
game (#s), and this apparently 
pushed many industry members 
over the brink. 

With so many years having 
passed and hundreds of games 
reviewed it's amazing to think back 
to those early days, but Ralph stuck 
by the column’s integrity. He truly 
believed in the column and the need 
to have this type of coverage in an 
industry that stood on the brink of 
exploding. Ralph took a solid stance 
on the issue and “Critic's Corner,” 
allowing me to continue writing 
what I have always tried to provide— 
honest, open observations and com- 
mentary about new equipment. 

He stood beside me, by long dis- 
tance telephone and in print, for the 
couple of months that followed, 
until much of the initial shock had 
died down and “Critic’s Corner’ 
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became a standard part of the maga- 
zine. In the years that followed, we 
really only talked on the phone. At 
the trade shows, the two of us were 
too busy doing our various work 
assignments. And now he’s gone. 

Ralph and I shared some funda- 
mental beliefs about this industry. 
Admittedly, there were plenty of 
times when this wasn’t the case and 
I would shake my head after reading 
one of Ralph’s commentaries. But 
then that was the measure of the 
man. He had very firm opinions that 
often alienated some part of the 
industry. Play Meter was his forum, 
his opportunity to sound off about 
concerns he felt very strongly about. 
In a business where so much is 
whitewashed and glossed over, here 
was an individual not afraid to speak 
his mind. 

One has to admire that quality in 
anyone. 

Now that singular voice ts silent, 
tragically silent. Surely, his tndomi- 
table spirit lives on in each of us who 
were touched by his energy, drive 
and commitment to not just chase 
windmills, but also conquer them.e 
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The newest pinball from Game 
Plan, Inc. of Addison, Illinois, is 
Captain Hook, a pirate ship-themed 
game. 

The features include sabre- 
rattling sounds, spinner access to 
the top, 5X bonus play, stationary 
targets, drop targets, and an extra 
flipper at the top of the playfield. 

“This new flipper is loaded with 
enormous play appeal designed to 
generate substantial profits,” said a 
company spokesman. 


Intoxigraph 


Intoxigraph, Inc. introduces the 
Intoxigraph machine. 

Intoxigraph is a coin-operated 
breath alcohol analyzer and visual 
reaction game. It 1s designed to be 
used anywhere drinks are served 
publicly. The features and state-of- 
the-art technology include speech, a 
colorful liquid crystal display, a 
futuristic cabinet design, and a 
challenging yet simple hand/eye 
reaction test. It is easy to operate and 
understand. 

After inserting coins (amount 
optional), a female voice instructs 
him to blow through a straw into the 
breathport. After game is played, 
reaction time is displayed symboli- 
cally and with LED millisecond 
readout, then blood alcohol mea- 
surement is displayed, graphically 
along with a description of sobriety 
from ‘sober’ to “stone drunk.” 

Intoxigraph comes in a black 
fiberglass cabinet measuring 18” 
high x 15” wide x 12” deep. 

For more information contact 
Intoxigraph, 8306 Wilshire Blvd. 
Suite 271, Beverly Hills, CA 90211. 
Telephone: 213/470-3133. 


It's Caretree 


Gladwin, Inc. and its distributor, 
U.S. Telecommunications intro- 
duces the Carefree coin telephone. 


The Carefree coin telephone will 


operate with any central office type 


commonly found in the USA includ- 
ing SXS, XY, cross bar, electronic 
and digital. All restriction functions 
are handled by the telephone. No 
special central office equipment is 
necessary. It is designed to operate 
on any standard, loop start, metallic, 
single party, touch tone or rotary 
equipped telephone line. 

The Carefree telephones may be 
recessed mounted, using the Gladwin 
Guard Post® high security mount- 
ing devices. Recessed mounting 
facilitates repair access, makes 
installation easier and offers more 
security than standard mounting. 

The Carefree unit incrementally 
times telephone calls at selectable 
rates. Coin-free service is allowed 
for long distance, emergency and 
service calls. The electronic coin 
totalizer can be read remotely via a 
DTMF Digit Analyzer. It operates 
on a post-pay basis for local calls, 
and, also may be programmed to 
allow or deny incoming calls. It is 
adaptable to any standard public 
telephone enclosure. 
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NOMA LTD. 


211 Berg Building 6 

Algonquin, IL 60102 

In Illinois Call Collect 1-312-658-6166 
Outside Illinois Call 1-800-323-0449 


Full line of accessories also available. 
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OE 85 offers seminars 
for veteran operators 
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AOE saw the need back in 1980 
of offering educational classes to 
operators to help them improve 
their businesses. Though many said 
it couldn’t be done, that no one 
would want to share industry 
secrets, it not only worked, but was 
more successful than even the most 
optimistic hoped for. 

Other trade shows have gone on 
to incorporate educational seminars 
into the convention, but AOE 
continues to draw more operators to 
its seminar program than all other 
shows combined. 

One of the keys to AOE’s success 
is the speakers. Not relying on 
manufacturers to speak on their 
own products to a captive audience, 
speakers are sought primarily from 
the operating segment of the 
industry for their expertise in 
operating and in other areas. 

This year AOE ’85 will have 
Sharon Harris, who works for her 
father's company, Stan Harris & 
Company in Philadelphia, Pennsy]- 
vania, one of the largest operators in 
the country. Sharon graduated from 
college with a degree in English and 
public relations and communica- 
tions. She stresses the importance of 
letting your locations know who you 
are and is speaking at a seminar of 
that title. 

“It is so important for an opera- 
tor to know his locations and for the 
locations to know him,’ Sharon 
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says. “Your locations need to iden- 
tify a face and a body with the com- 
pany, not just the collector.” 

She feels it is important for any 
operation, large or small, to have a 
public relations program. “It is 
important for everyone,” she says. 
“My father parallels what Iam doing 
to what he did years ago when he 
was a small operator. He would sit 
down with his customers and shoot 
the breeze, talk about the family, in 
other words, really get to know his 
customers and his customers get to 
know him.” 

eeeee 

Todd Erikson is a dynamic 
speaker with ideas and thoughts 
that just pour out. Being an operator 
with advanced service experience, 
Todd is all too aware of the pro- 
blems encountered in the games 
today. One of his pet peeves is the 
generic defects of games. “There are 
many things manufacturers could do 
to improve the games,” he notes. 

Todd, a firm believer that almost 
any game (and he does mean any 
game) can be readjusted or revamped 
for a reprieve from the trash pile, 
has had great success doing this with 
the games he has on location. 

His seminars will reveal how 
other operators can rescue a few old 
games or make more money with 
some of the new ones. 

eeeee 


“Every business must be orga- 


nized or it will lose money, and the 
owners may not even realize it,” says 
Joe Peters of Wildcat Chemical 
Company. It is a fact that if a busi- 
nessman ts not on top of things, his 
business may not be running as 
efficiently as it could. Joe will host a 
seminar on organization and admin- 
istrative aspects of running a busi- 
ness. 
eeeee 

Randy Fromm, one of industry’s 
most popular speakers, returns to 
the AOE after a one-year hiatus. He 
will join Nathan Bush to offer 
timely subjects on technical subjects. 
Operators are continually realizing 
the need to be up to date on technical 
areas of the games business, and 
Randy and Nathan can enhance that 
knowledge. 

From semiconductors, to power 
supplies, to troubleshooting video 
and pin, there is a technical subject 
for everyone. 

“There are many service tips 
operators should know about but 
don't,’ Nathan says. “Although 
manufacturers send out service 
bulletins on games to the distribu- 
tors, many times operators never 
see them. Every operator needs to 
have a basic working knowledge of 
troubleshooting games.” 

Randy and Nathan will see to it 
that anyone attending their sessions 
will leave with the basic working 
knowledge they need. e 
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AOE continues to draw more operators to its seminar program 
than all other shows combined. 
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Crowns Golf 


Crowns Golf has been licensed 
by Digital Controls, Inc. of Atlanta 
for release in a countertop model. 
The game will be marketed as a 
dedicated countertop, another in the 
growing family of games in the DCI 
Countercade game system. 

“The success of Crowns Golf lies 
in the fact that it mirrors the real 
game so perfectly,” said Neal Smith- 
weck, director of sales for Digital 
Controls. “You employ the same 
variety of strategies you would use 
on the golf course. It’s a perfect addi- 
tion to any operator’s countertop 
game inventory.” 

In Crowns Golf, the monitor dis- 
plays three-dimensaional scenes of 
the layout of each hole. After each 
shot, the scenes change to set up the 
view for the upcoming shot. On the 
left-hand side of the monitor, the 
player gets a bird’s-eye view of the 
hole’s layout. 

Crowns Golf can be played by 
one or two players, in single credit 
mode (four over par ends the game), 
or in ‘half-round” mode for five 
credits (can play all holes regardless 
of score). 

“Crowns Golf is proving to be an 
appropriate piece for countertop 
locations,’ Smithweck indicated. 
“It’s a leisurely paced game that calls 
for strategy instead of reflex, and 
features a mature game challenge 
that creates playing habits instead of 
the need for a new game. It will con- 
tinue the tradition of Countercade as 
the game system that has lived up to 
its promises. 

In addition to Crowns Golf, the 
Digital Controls Countercade game 
system features Game Brains for the 
trivia game, FAX; the video card 
game, Little Casino; and Pro Sports. 
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5.W.A.T. 


Bally Midway introduces S.W.A.T., 
a new member of the Bally Midway 
6-Pack series, six new, different 
games that utilize one cabinet and 
one circuit board. All games in the 
series are available as dedicated 
games or conversion kits. 

S.W.A.T. players must ward off 
the growth of pink modules, using a 
high-powered laser gun. Severed 
pink modules become blue and, 
when destroyed, earn the agent a 
more potent bomb to defend against 
enemy droids. To advance into more 
difficult zones, the player must 
destroy an orange substance within 
the pink cubes. 

A state-of-the-art color graphics / 
sound package attract players to the 
S.W.A.T. mission, while operators 
control such game options as multi- 
ple coin capabilities and levels for 
difficulty of play, bonus awards and 
number of bases. 

For more information contact 
your authorized Bally Midway dis- 
tributor. 
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VendaPhone 


XCP Inc., a manufacturer of 
access control devices, has released 
its newest product, the VendaPhone. 

The VendaPhone is a coin- 
operated telephone that accepts 
nickels, dimes, and quarters. An 
adjustable time circuit allows call 
timing from one minute to 15 
minutes. 

VendaPhone uses existing busi- 
ness phone lines. Vend pricing is 
operator-adjustable from five cents 
to a maximum of $1.55 in any com- 
bination of coins. 

VendaPhone is also compatible 
with VendaCard, a high security 
plastic card which can be used in 
credit or debit systems. 

The commercial grade round 
vending key switch allows free play 
usage for your personal use by over- 
riding the coin system. The internal 
coin box is protected by a locking 
trap door. A second key is required 
to remove the locked trap door to 
gain access to the contents of the 
box. 

The VendaPhone, a coin-oper- 
ated telephone, is manufactured by 
XCP' Inc: 

Inquiries can be made to XCP 
Inc. at 8 West Main street, Dryden, 
New York 13053. The company’s 
telephone is 607/844-9143. 


Bally Midway offers a conversion 
kit that adapts Galaga 3 to practi- 
cally any video game machine. 

The universal kit for Galaga 3 
comes complete with cut-to-fit art- 
work, hardware, software, pin-out 
information, an edge card connector 
and full instructions. 

Similar to its popular predeces- 
sors, Galaga 3 is the adventure of a 
lethal battle in the outer reaches of a 
mysterious, threatening world. 
Armed with an 8-way joystick and 
firing button, marauding players 
battle against a variety of airborne 
aliens to control the galaxy, accu- 
mulate bonus starships and reach 
the heavenly high score. 


strike Zone 


Strike Zone, the latest in the 
Williams line of shuffles, combines 
the excitement of an all new look, 
new sounds as well as speech, and a 
new way to play. 

Also, for the first time, Williams’ 
detailed bookkeeping information 
and diagnostic tests are easily acces- 
sible from the front door. 

A unique streamlined cabinet 
design, brilliant backglass graphics, 
fast butcher block playfield and fan- 
tastic sounds make for the player 
attraction. And Strike Zone, a six- 
player game, offers perennial player 
favorites such as Regulation, Strike 
90, Flash, Triple Strike as well as 
Williams brand new game, Advance, 
which gives players the challenge of 
a possible high score of 9900. 
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Video Trivia 


Greyhound Electronics, Inc. of 
Toms River, New Jersey, has devel- 
oped and is manufacturing Video 
Trivia. Operators need games at rea- 
sonable prices that will produce 
good revenues. They also need 
games that can be changed or 
updated at minimal cost. Video 
Trivia is that type of game. 

Greyhound Electronics believes 
the video game market must change 
constantly to survive the rapid 
changes in the market place. In the 
past year, Greyhound has introduced 
many new ideas and concepts in the 
video game field, including Video 
Trivia. Our “multi-game concept” 
(variety of games in one cabinet) 
was new to the industry and stimu- 
lated revenues to all operators. Con- 
version kits are an important aspect 
in changing or updating games at a 
very low cost. 

Video Trivia allows the player to 
choose from several categories. 
After the question is shown, the 
player can wager points. If his ans- 
wer iS correct, it is so noted. 
However, if it’s wrong, the game 
only tells the player the answer is 
wrong but does not show the correct 
answer making the game even more 
challenging. 
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Mad Crasher 


SNK, Inc. of Torrance, Califor- 
nia, announces the introduction of 
its latest kit, Mad Crasher. 

The player propels himself into 
the far reaches of space, as he races a 
futuristic cycle through a narrow 
roadway avoiding the menacing 
enemy cycles that lurk around every 
“ramp jump.” The player can use 
the fire button to terminate any 
hostile cycle that may prevent him 
from reaching his destiny. Watch 
out for oil spills! The cycle can enter 
the power zone and become a force 
that enables the player to relent- 
lessly bump the enemy off the track 
into the icy depths below. 

The object of the game is to 
guide the ‘Mad Crasher’’ cycle 
through a roadway of “ramp to 
ramp’ jumps, brick barriers and 
power zones in order to maintain 
the image of top cyclist and thrill 
seekers. 
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Aids to the Trade 


Mars Dataprobe 


Vending machine operators can 
now get greater control of product 
accountability and cash collected 
with the new Mars Dataprobe Input 
Interrogator from Mars Electronics. 
The Dataprobe Input Interrogator 
now includes a keyboard and LCD 
display. 

Servomation Corporation of 
Stamford, Connecticut, a nationally 
recognized leader in full-line vend- 
ing and foodservice operations 
worked closely with Mars through- 
out the design and development 
effort. Servomation conducted field 
testing in one of its major markets 
and is now ready to make the system 
fully operational. 

The Input Interrogator provides 
route personnel the capability to 
enter information into the hand- 
held unit by quantity of product 
loaded into each machine, in addi- 
tion to collecting stored data from 
the Mars Databox Recorder. 

The Input Interrogator features 
a two-line by 16-character LCD dis- 
play, a keyboard with ten numeric 
and ten control keys including scroll 
capability, 32K of RAM memory, 
and a security password code for 
controlled access to vending machine 
data. One-button transfer of data to 
any computer is possible via the 
Mars Datareader terminal interface. 
The unit is powered by rechargeable 
nickel cadmium batteries and has 
the capacity to interact with more 
than 100 vending machines per 
charge. 

The hand-held computer weighs 
14 ounces. It is designed for rugged 


“on-the-route’ use. A carrying 
holster with belt clip is also avail- 
able. 

The Input Interrogator contains 
and displays the menu for each 
machine on the route, the list of pro- 
ducts available from the warehouse, 
a list of customer locations and 
machine indentification numbers, 
and the quantity of each product sold 
since the previous servicing. The 
unit also permits keyboard entry of 
exceptions to the prescribed menu 
or par value for a specific machine. 

The data entry feature enables 
route personnel to note if merchan- 
dise removed was “‘saved’ or 
“thrown.” A “pull list” enables the 
route person to interrogate a bank of 
machines, return to the truck, dis- 
play the data and fill the order. 

The Dataprobe Input Interro- 
gator, Databox Recorder and Data- 
reader terminal are the key elements 
of the Mars Dataguard system for 
automatic vending machine data 
collection and route control. Soft- 
ware for the Mars Dataguard system 
is written for IBM PC-XT and IBM 
PC-AT computers. 

Mars Electronics, a division of 
M&M/Mars, Inc., designs and 
manufactures electronic coin chan- 
gers, acceptors, control boards and 
currency validators, in addition to its 
Mars Dataguard system. 


Coinmaster 


RBR Scales, Inc. is pleased to 
announce the introduction of the 
Model 800L Coinmaster electronic 
digital coin counting and weighing 


scale. Microprocessor based, the 
800L Coinmaster offers a unique, 


cost effective, and accurate alter- 


native to hand counting of coins. 

Pre-programmed for pennies, 
nickels, dimes, quarters, and _ half 
dollars, the 800L Coinmaster 
accurately counts coins by simply 
selecting the denomination with the 
large key, placing the coins on the 
self-contained platform, and reading 
the dollar and cent amount on the 
bright, easy to read display. The 
800L Coinmaster can also be pro- 
grammed for coins, tokens or chips 
of any denomination as well as 
paper currency. 

The RBR Coinmaster is designed 
for accurate and stable operation. 
With auto zero tracking, the 800L 
Coinmaster will always give accurate 
readings and the operator need 
never be concerned with zero drift. 
Easy to use switching allows exact 
calibration by any individual. 

Optional BCD output or RS 232 
interface permits the addition of 
ticket or tape printers for hard copy 
records or communication with a 
computer system. 

For further details on this and 
other innovative counting, weigh- 
ing, and batching systems, please 
contact RBR Scales, Inc., 1601 S. 
Sinclair, Unit L, Anaheim, CA 
92806. Telephone: 714/978-2588. 


Plan now to attend AOE ‘85. 


Aids to the Trade 


Microprocessor- 
controlled device 


Coin-A-Ticket, Inc. of Columbus, 
Ohio, has added several new pro- 
ducts to the Coin-A-Ticket line of 
microprocessor-controlled devices. 
The rollout coincided with the 
inauguration of the company’s cata- 
log incentive program. 

The new microprocessors, which 
increase the performance power and 
programmability of The Redeemer 
ticket dispenser, include Kick-A- 
Ticket, a sensor and signal mecha- 
nism that enables target games of 
any kind to dispense tickets in a 
variety of ways, and Kash-A-Ticket, 
a similar device designed to allow 
coin changers, vending machines, 
etc., to adapt to a ticket dispensing 
mode. 

The new devices enable the 
owner of any coin-operated machine 
to dispense tickets and provide an 
incredible variety of prizes to stimu- 
late cash flow in dramatic ways. 

Coin-A-Ticket’s Awards Catalog, 
called the “Wish Book for Winners,” 
provides prizes of all kinds from the 
simplest toys to sailboats and video 
recorders. Winners redeem their 
tickets directly, and their prizes are 
shipped to them from the Coin-A- 
Ticket Catalog Center without any 
inconvenience to the operator. 

~“Coin-A-Ticket’s new tech- 
nology allows any game to dispense 
tickets, and it’s new catalog means 
all those tickets can earn very valu- 
able prizes. It’s an incentive pro- 
gram that really works,” said Rick 
Reinhorn, president of Coin-A- 
Ticket. “Our customers report 200- 
300 percent increases in revenue ina 
very short time.” 

More information on the new 
technology and the Catalog Awards 
Program is available by writing 


Coin-A-Ticket, 2763 East 4th 
Avenue, Columbus, OH 43219, or 
calling the company at 614/252- 
8878 between 9 and 5 weekdays. 


AOE ’85 
New 
Orleans 
March 29-31 
BE 
THERE! 


Hopper safe 


The Cash Handler, a new hop- 
per safe that simplifies the handling 
of cash and fits easily under counter 
tops, 1s available from McGunn Safe 
Company. 

The model SRHK-50 Cash 
Handler features a “‘fish-proof” 
deposit slot that protects contents 
against tampering and keeps valu- 
ables safely out of the reach of armed 
robbers or intruders, company 
officials said. Behind the fish-proof 
slot is a completely concealed, 
rugged rotary hopper that drops 
cash or other valuables into the top 
compartment of the safe with a 
simple pull of the knob. 

Compact outside dimensions 
allow the Cash Handler to make 
efficient use of space underneath 
store counters. A two door design 
provides space to keep the cash 
register drawer in the bottom com- 
partment, separate from the top 
compartment. 

The Cash Handler has two-key 


controlled doors on both compart- 
ments and special inside hinges for 
protection against punching or 
prying. Tamper-proof glass plate 
mechanisms provide added security. 
The Cash Handler is also available 
with combination dial and time 
delay lock. 

For more information, contact 
Ed McGunn or Pat Johnson, 
McGunn Safe Company, 2017 South 
Wabash Avenue, Chicago, IL 60616. 
Telephone: 313/326-5577. 


American Lock 
catalog 


The new Catalog 14 from 
American Lock Company, Crete, 
Illinois, uses charts, line drawings, 
and concise terminology that high- 
lights features important to lock- 
smiths and security related indus- 
tries. 

Catalog 14 describes American 
Lock’s full line of pin tumbler, 
tubular and blade security padlocks. 
Solid brass bodies, hardened steel 
bodies, hardened steel shackles, 
double (heel and toe) locking using 
solid steel balls, and hardened steel 
cover plates are among the many 
American Lock standard features 
pictured in this four-color, 12-page 
catalog. 

Keying arrangements, replace- 
ment cylinders, service kits, key 
blanks and American, “Quick 
Change” rekeyable cylinders are 
among the advantages explained in 
Catalog 14. Also described are their 
specialty, combination, military, 
popular and economy priced pad- 
locks, and their full line of hardened 
steel hasps. 

For more information, contact 
American Lock Company, 3400 W. 
Exchange Road, Crete, IL 60417. 
Telephone: 312/534-2000. 


GLASSIFIED 


/ 
~ TOUGH GUY 


CUP a COIN 
HOLDER 
$4.50 
Your phone call any 
| | Monday will give you 
J free cup holder with an 
order for 5 or more. 


A-1 PRODUCTS 919/527-8241 
333 N. Queen St., Kinston, NC 28501 


FOR SALE 


Two like new Little Casino II poker games. 
Approximately 240 plays and 600 plays on 
each respectively. Tabletop models with 5 
different games to play on each. $1,000 ea. 
firm. Call Richard Harder, 715/635-8808. 


PHOTO MACHINES 


WE BUY AND SELL 
CHEMICALS, FILM, PARTS 


BEST PRICES GUARANTEED! 


ED HANNA 
PO Box 290777. Davie. Florida 33329 


305/474-5888 


WANTED 
Pre 1967 pinball machines and new electro- 
mechanical pinball machines. 


Call Rob at 
216/369-1192 


Weeeeeeeeeeeeeeeeeeeeeeeemt 
FOR SALE 


New Startime video jukebox 


$4800.°° 
Call Ron 


505/281-5067 


LAA LA ILA ASL ALAS AL ALAA 
72 


Kiddie Ride Route established six years. 


Servicing Hawaiian Islands, no competti- 
tion. Grossing $150,000 and growing. 
Selling for $450,000. Will finance or sell 
part. Call Sam, person-to-person 808/ 
822-1701. 


ADVERTISING 


MAILING LISTS 
1) Amusement Operators, Arcades, 
Distributors; 2) Vending Operators. 
ROCKLIN ASSOCIATES, 153 N. 
Wilcox, Suite 440-B, Los Angeles, CA 
90028. 


INFINITY 1 


The Game Of A Thousand Faces 
NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS—While they last! Call for 1985 kits 


All laser games available from $495. Call for current price!!! 


Fighting Basketball 


Nova 2001 
Circus Charlie 
Mr. Do!’s Castle 
Lil Hustler 
BurgerTime 


Lady Bug (board) 


Tutankham (board) 


Mad Crasher 

Ten Yard Fight 

Tag Team Wrestling 

Seicross 

Ring Fighter 

Taxi (new ’85 game) 

Sailor (new 85 game) 

Laser games are available starting at.. 


PROM 8200 PROGRAMMER 
Bi-polar E PROMS, up to 256K 


Write your own program & replace your own 
ICs. 

Intelligent programming algorithm, 20 seconds 
needed only to finish 2764 copy. 

Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 
Examine, Alter, Move, Fill, Upload, & Down- 
load the memory contents in the data mode. 
32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 
Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 

One RS232 port, for linking to the computer 
to upload/download data. 

Simple to operate, over current indication, 
automatic check-write-verify sequence. 
Fully portable for field or in-plant use. 

One full year guarantee. 


312/280-7610 
HOFFMAN INTERNATIONAL 


600 N. McClurg Ct., Suite 309 @ Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 
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CONVERSION KITS 


Driving Force 


Pro Golf 
$395 


Tag Team Wrestling 
$395 


(Cae 10 Yard Fight 
“A FANTASTIC = 
za PRICE 


Bomb Jack 
$595 


Hockey/Sega 
$695 


Vulgas 


INCLUDES: he 


P.C. BOARD e ART Mad Crasher 

WIRING HARNESS 695 

Champion Baseball 
$245 


Y.C. ENGINEERING Se 


P.O. BOX 1194 @ LAVERGNE, TN 37086 Oe USA 


615/793-9142 Exerion 


$395 


Mr. Do! 
$295 


Mr. Do!’s Wild Ride 
$495 


Mr. Do!’s Castle 
$295 


Time Pilot ’84 
$395 
Major Havoc 
IS A TOP MONEY Re 
EARN EK oe 
YOU BETTER 1 Pe ee 
] AL=t gs 
BELIEVE IT! ge *% VC. 
od Engineering 
$545 INCLUDES: : P.O. Box 1194 
P.C. BOARD @ WIRING HARNESS @ ART Lavergne, TN 37086 
Y.C. ENGINEERING |} oe pasos. 
oN e 615/793-2423 
P.O. BOX 1194 @ LAVERGNE, TN 37085 Télex: 
615/793-9142 534623 YARBRC 
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Video Ware, Inc. Es El Mayor Exportador 
De P.C. Boards En Toda Latino America!! 
Mas De 3,000 P.C. Boards En Stock! 


Elevator Action Track & Field 
Champion Baseball 


10- Yard rignt 
Time Pilot Power Supply 7AM Bomb Jack 
Mario Bros. (220-110V) Pac-Man Jr. 
, ...Y Muchos Mas! 


Moon Patrol 


Le Ofrecemos Los Mejores Precios Y Servicio 


® Cada P.C. B controlado antes del envio 


e Vendedores de habla hispana Preguntar 
@ Tecnicos de habla hispana Por Cecilia 
e Squematicos completos 


® Despacho inmediato!! 


VIDEO WARE, INC. 


600 Clover St., Los Angeles, CA 


213/225-1337 ¢ TELEX: 295379 TABLEVISION 


Video Ware Now Has 
Custom Kits To Convert Your 


Donkey Kong or Galaxian or Phoenix 


TO BOMB JACK,” 


OR ANY OTHER VERTICLE-MONITOR GAME...IN MINUTES! 
THIS CUSTOM KIT TURNS GAMES INTO A “UNIVERSAL 
PLUG-IN” SYSTEM CALL FOR DETAILS NOW. 


600 Clover St. @ Los Angeles, CA 90031 


VIDEO WARE 213/225-1337 


TELEX: 295379 TABLEVISION 
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VIDEO’S (ADULT) V.H.S. or BETTA $25 
ea., $19 ea. Dz., $15 ea. lot of 50. Send 
M.O., Mr. Video Box, 701 Highstown, 
Nj 08520. 


After the Video Boom! 


Many people made millions of 
dollars because of the great de- 
pression. 


FLORIDA 
Game Room 


Florida State University area ® 


Free Standing Building Learn different techniques on HA NY 
Reasonable ¢ 11 Year Lease how to take advantage of the de- ae A 
Ample Parking ¢ 27 Games pressed video game industry. O 


LAY! NG AROUND? 


Room to Expand 
$50K Firm 


R.M. Zimmer 
Ts wis i 


Send $10 + 
$2 shipping & handling to: 
VIDEO SUCCESS 


P.O. Box 47752 
San Antonio, TX 78265-7752 


DISTRIBUTOR OPPORTUNITY| 
Stick 4 


ine 


PRISMATIC STICKER VENDOR 


e 35 NEW Sticker Designs ° ihe pg scoot 
° Call or write for our ¢ Kids find ‘em irresistible 
e Financing plan available 
NEW COLOR BROCHURE ° Call for prices ere 
HIi-COUNTRARY MANU FPACIUA © GG JINC. 
187 CR 250 e DURANGO, CO 81301 e CALL COLLECT 303/259-3889 


RECYCLE IT! 


LA'S BEST SHOP 
EAST-WEST CONVERSIONS 
SALES and SERVICE 
818-768-7715 
SUN VALLEY , CALIFORNIA 91352 


WANTED 
Old jukeboxes, slot machines, trade sim- 
ulators, gumball machines and parts for 
above. John Johnston 718/833-1406. 


PLAN TO ATTEND AOE ’85 RARE OPPORTUNITY!! 


HI-TECH Regularly $700 — Now Only $375 
COIN MACHINE 
DISTRIBUTOR, INC. 


1887 State Fair Blvd. e Syracuse, NY 13209 


315/635-6146 


Sales @ Service 
Buy @ Sell ¢ Lease @ Trade 


Anywhere ee e Guarantee 


Roc n’ Rope Rally X Pac-Man 
Phoenix Lady Bug Amidar 
Zaxxon Kangaroo Frogger Quick Return On Investment 
Donkey Kong Scramble Tunnel Hunt Consistant Income For Years To Come 
Defender Galaxian Qix 


Champion Baseball kits — $350 


24 Hour Turn 
Around Service 


8924 Lindblade St., Culver City,CA 90232 


Latest Conversions @ Best Prices! 213/836-8920 


PLAY METER, March 1, 1985 75 


reserve | $ “EIGHT-BALL ACTION”™ 


YOUR | @ 
BOOTH | § AT LAST, A FAST-MOVING POOL 


NOW! | § GAME FOR DONKEY KONG™ THAT'LL 


CHALLENGE THE ADULT MARKET, 
POCKET-TO-POCKET, AND 
PUT MONEY IN YOURS! 


$355 UNBELIEVABLE LOW PRICE 


pues a EXPO 


! CONVERT YOUR 
2 ~DONKEY KONG or DONKEY KONGJR. 
NOW 


KIT INCLUDES: HEADER, OVERLAY, ALL FRONT PARTS, 


MARCH 29-31 . BUTTONS AND ALL ELECTRICAL COMPONENTS 


Fully Licensed 


NEW PRODUCTS 
OPERATOR ORIENTED SEMINARS MONEY BACK GUARANTEE 
: If not completely satisfied simply return the kit 
DISTRIBUTORS PREVIEW § within seven days for a full refund. 
INDUSTRY EXHIBITS N 
§ MONTGOMERY VENDING, INC. 
SHERATON 0 P.O. Box 3263 @ 820 Elmwood Avenue 
NEW ORLEANS N Providence, RI 02907 
CALL 0 CALL 401/946-2077 or 946-2070 


904/488-7003 


cs @2 @# @ Ge fg 2e&e &@ 2 FSF & BB 8&2 BF 2&8 2&2 2 2&2 2 & ~s oes 2 @eeeeees:+ « 


USE YOUR VISA OR MASTERCARD. 


ALPHA-OMEGA SALES 
1000’S OF GAMES @ QUALITY GAMES @ LOW PRICES @ EXPERT ADVICE 


LOCATION READY SPECIALS (Location Ready Specials continued) NEW GAMES 
ae $1495 Vas Team VWresting ............. 795 Space Shutiie(pin).............. $1895 
Baby PacMan ..........+...25. 495 Tip Stal... 6... 5 ess 695 The Games (a)... cca sees 1695 
> . . ©... 1095 Track & Held ................. 995 SHUIE AlGVS 5.0.3.6. 2495 
Cos 1995 TWO Jigers..... 66. ss 1795 Vachician........................ call 
Pe ttles ©. 795 lim Down... 795 Video Trivia (upright, countertop, 
ee 595 cabaret MOdels})............... call 
bevator ACHON . ass ss ee is hie: 

595 CONVERSION KITS 

Panny MalOOn 0 os is ceases 1795 BEat AGiOn. 5 a ce $355 
ree C08 ek le cea 995 BOM SCR ba ed 695 
Ae AC) oh os See cs ce 795 Dor RUG RON 6k 6 ek. 445 
MACH 3 (iprient) ........... ous Driving Force ....-.-...+.....« 495 
Perma Fever o.oo i es ss ep Hero in the Castle of Doom...... 319 
Pe 2195 RoaG Pioiiel.. 2.66.66 845 
ets 395 Super Basketball . 2... been: call 
I 195 Greyhound Video Card Game.... call 
Dt VETS 56 oie oo ee. 895 


PINBALLS Reconditioned 


(avelian = B95 «(Jacks (6 Open .......; 1295 ©*pert’s Quest ....... O05 Stellar Wats........... 295 
Countdown... ....2..:, S05 Mis. SU. Sivorha.., .... 95 ASSO i.e. 1295 
Grand Slam........... 79> Laser Due... ...2.... 135° Sar irek .......... 345 NENG). ee 695 
PU 3 B95 Mil. & DATs. Pac-Man... 795 Speakeasy .......: 2... 895 


The Operator’s First Choice 


6 Sutton Place @ Edison, NJ 08837 Call Joe or Frank — 201/287-4990 
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Video Ware Has the Lowest 
Prices in America For Legal 
Printed Circuit Boards 
& Complete Kits 


BASEBALL ONE AND TWO EXERION $449 
CALL FOR LATEST SPECIAL PRICES! OUTSTANDING MONEY MAKER! 
BOMB JACK from $595 MOTORACE U.S.A. $395 
TOP TOP TOP MONEY MAKING PIECE! MAY BE BEST BUY IN THE HOUSE! 
CHAMPION BOXING $595 TEN YARD FIGHT from $549 
SEGA’S NEWEST WINNER! UNQUESTIONABLY A WINNER! 
ELEVATOR ACTION Ce ae TRACK GOEIELD |. ....,. Sete eee ol 
Ce ae TAKING EXCELLENT MONEY! AN EASY DEFENDER Sete eee ol 


More than 3000 PCB’s & Complete Factory Kits in Stock. 


CUSTOM-MADE PANELS AVAILABLE TO RETROFIT OLD GAMES 
IN MINUTES. TURN THOSE OLD STERN, CENTURI, PAC-MAN, 
GALAXIAN & DONKEY KONG MACHINES INTO NEW MONEY 
MAKERS IN MINUTES! CALL FOR LATEST INFORMATION! 


VIDEO WARE 


600 Clover Street @ Los Angeles, CA 90031 
213/225-1337 


TELEX: 295379 TABLEVISION 


~ 
© 


TELEX: 6502515199 MCI 


This is to be used as a guide only. 


*Return on Investment before expenses based on a 50/50 split. 


Introduces our own comparison chart to be a 
helpful tool to aid you in deciding which Faco 
West kit is most suitable for you. 


Estimated 
Estimated Average 
Rating Average Estimated Location 
CONVERSION Scale Gross Average Suggested Life Span 
KITS 1 to 10 Income *R.O.1. Price In Weeks 
For Comparison Only 
Karate Champ 
Dedicated Game 10+ $100 - $300 31 weeks $2,795 10 - 20 
2-player 10-Yard Fight 10 $100 - $220 9 weeks call 10 - 25 
10-Yard Fight G+ $ 90 - $190 9 weeks call 10 - 25 
Super Basketball 8 $ 80 - $160 12 weeks $ 745 4-10 
Elevator Action Par $ 60 - $100 10 weeks $ 495 10 - 25 
Exerion 7+ $ 50 - $100 8 weeks & 395 8 - 20 
Tag Team Wrestling 7 $ 80 - $125 7 weeks % 395 8 - 20 
Galaga II! 8 $ 70 - $140 19 weeks $ 945 N-A 
Hustler (Billiard Game) 6 $ 40 -$ 75 9 weeks » 295 6 - 12 
Bomb Jack 6 $ 40 - $ 90 16 weeks $ 495 3- 7 
Megazone 7+ $ 50 - $110 11 weeks $ 495 10 - 25 
Time Pilot °84 5+ $ 40 - $ 80 10 weeks 5 275 3 - 10 
Track & Field 7 $ 50 - $ 90 11 weeks S 375 8 - 15 
Ring Fighter 7 ~$ 60 - $110 10 weeks $ 495 446 
Professional Golf 6 $ 40 -$ 80 11 weeks call 10 & up 
Mikie 5 S 25-§$ 50 16 weeks * 375 2- 5 
Champion Baseball 4 % 25 -$ 80 9 weeks $ 295 4& Up 
SS  .r—t—“‘“‘(‘<‘i‘<‘<‘ié‘i OititUhlLlLULULULUmUmUmhmULUULU. NLL 


Faco West fully guarantees our kits will not fall below the estimated average gross income 
for a period of 30 days of date of purchase or your money back. 


FACO WEST 


10719 Burbank Blvd. © No. Hollywood, CA 91601 


818/508-7902 
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ATTENTION 
ARCADE 
OWNERS 


Ride Simulator (SR2) 
Doron Precision Systems 
in excellent condition. 
Originally $85,000— 
only asking $25,000 
Two complete 8 car remote control 
systems by Alter Enterprises 
in good condition. $15,000 each. 
Originally $25,000 each. 


SOUTHERN 
AMUSEMENT CO. 


4530 E. Virginia Beach Blvd. 
Norfolk, VA 23502 


804/855-1951 
Attention: Joseph Vita 
ee ae 


WANT TO BUY 
Used Siedel Bingorenos with ticket 
machines. If you know of any for sale 
have them call Frank at 617/388-2833 
collect. 


DOR 


eae 


(SIASDSISALSLSISSSSSSALAISSLS ALS SAS SA 
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IDEAL FOR: 


e Vendors 

e Restaurants 

e Service Stations 
e Lounges 

e Stores 


(AA oe 


MUNVES “BAT-A-BALL” 


LOCATION 
TESTED 


A 
new version 
of an 
old favorite 


SIZE: 
673 high 
with top sign 
6512 long x 
23% wide 


Special price 
on orders 
received by 
May 1st. 
$1,495.00 


Write for details. 


MIKE MUNVES CORP. 
30 Horton Ave. ¢« New Rochelle, NY 10801 


80 


INVENTIONS WANTED OR MISC. 
Inventions, ideas, new products wanted! 
Industry presentation/national expo- 
sition. Call free 1-800/528-6050. Ext. 831. 


(Cerne uae) 


PAY PHONES | 


—mean— 


PROFITS 
SSSSS 


Dealer & Distributor Programs Available 
For Information 


EMPIRE LIBERTY TELCO 
(612) 471-0143 


SISAILASALLILISALAAL AALS SAL SAAA AA 


WANTED 


Lucky Crane @ Boom Balls 
Philadelphia Skee-Balls @ Triple Crane 
Whac-A-Mole @ Muppet Video 
Hydraulic Kiddie Rides 
Midway Shuffle Alley B/W 


Also looking for ‘The Game” and 
“Jacks to Open” pins 


M&P Amusement Co. 
717/848-1846 


LLL LSS SASS AAAS ASAD AAA AA AAD A 


SORT & COUNT 
COINS FAST 


FEATURES: 
e Easy to Install 
e Access MCl/Sprint 
e Instant Cash Flow 


e Touch Tone COIN COMPACT REUSABLE 
or Rotary SORTER COUNTER COIN 
e Takes quarter/dimes PACKAGER 12” x 12" PACKS 


NADEX plastic coin equipment and reusable 
coin packs provide today’s best value for small 
volumn coin handling. FREE. TRIAL OFFER: 
SATISFACTION GUARANTEED. Write for details. 


NADEX Industries Dept. 85005 
145 Ontario St., Buffalo, NY 14207 


Do you have 
PAC-MAN tables, or 
DONKEY KONG tables? 


WE have the kits 
to convert them. 


DRIVING FORCE™ 
and 
EIGHT-BALL ACTION™ 


WE ACCEPT VISA & MASTERCARD 


Montgomery Vending 


P.O. Box 3263 @ 820 Elmwood Avenue 
Providence, RI 02907 


401/946-2077 or 946-2070 
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Service expertly and reliably 
done on all coin operated 


games. Boards repaired, games 
converted, kits installed. 
Contract rates available. 
Arcade a specialty. Call by 
beeper 718/241-4717 Unit 674 
or write: 
JACK GUARNIERI 
SERVICE COMPANY 
Box 155, Brooklyn, NY 11236 


Our Motto 


DONT BURN 
MONEY 


CHECK EAST-WEST FIRST 
LA'S BEST SHOP 
EAST- WEST CONVERSIONS 
SALES and SERVICE 
818-768-7715 
SUN VALLEY, CALIFORNIA 91352 


CHECK 
THESE BARGAINS! 


Front Line 

Donkey Kong, Jr. ...... 
BurgerTime 

Galaga 

Q*bert (u/r or c/t) 
Zookeeper 


Elevator Action 
Ms. Pac-Man 


DISTRIBUTORS WANTED 


e Buy direct from factory at whole- 
sale prices 

e Protected territories available 
for stocking distributors. 

@® Factory lead service from ad- 
vertisemenits. 

@ Equipment covered by $2,500,000 
insurance program. 

@ Stop D.W.I. with our electronic 
Breath Alcohol Scanner. 


Call or write today! 


Horizon Distributors, Inc. 
P.O. Box 7095, Freeport, NY 11520 


516/379-4719 


Missile Command c/t.. 
Hulk pinball 
Mati Hari pinball 


MANY MORE 


For Amusement Only, Inc. 
188 Ward Street 
New Brunswick, NJ 08901 


201/247-7688 


1 @< Oi OG @ OO OO OO OOO OOOO OKs 


FOR SALE 


T.V. Game Route 
New York City 


Gross: $10,000 plus weekly 
Established 30 Years @ Partners Disagree 
Asking: $60,000 - Half Cash 


Please reply to: 
Box #1 
P.O. Box 24170 © New Orleans, LA 70184 
ee Ot WN Ce ee ee OK OK 
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WAREHOUSE 
CLEARANCE 


on entire stock 
of new original 


pinball playfield 


118 in all 
We ship anywhere in U.S. 
1 - Cheetah 
2 - Night Rider 
3 - Hokus Pokus 
2 - Voltan 
3 - Nugent 
4 - Dracula 
2 - Wild Fyre 
3 - Memory Lane 
3 - Flip Flop 
2 - Sting Ray 
1 - Sinbad 


8 - Hot Doggin’ 

2 - Future Spa 

2 - Paragon 

4 - Ground Shaker 


23 - Freedom* 
16 - Black Jack* 
12 - Rolling Stone 


6 - Evel Knievel 
2 - Strikes & Spares 
4 - Frontier 


3 - Viking 
3 - Fireball Il 
5 - Skateball 
2 - Magic 


*$20...all other $35 
plus freight & handling 


[We ship UPS same day as order] 


Call us on the best prices 
on new & used equipment. 


Ask for: Dick McCannell 
or James (Smitty) Smith 


J&J AMUSEMENT DIST. 


556 Griffith Road 
Charlotte, NC 28210 


704/527-7667 
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LAST WORD 


Operator/Manufacturer Alliance 


What would you do differently if you owned Bally or 
Atari or Williams or another major game manufacturing 
company? 

Do you have some definite ideas about what manu- 
facturers are doing wrong and what they can do that 
would encourage players to come back? 

A special evening session at this year’s Amusement 
Operators Expo (AOE) Saturday, March 30 in New 
Orleans is designed for operators who are willing to back 
up their words with money. 

Joe Peters of Wildcat Chemical Company in Fort 
Worth, Texas, will lead a panel consisting of at least one 
major manufacturer, a distributor, and an operator in a 
free AOE session called “Operator/Manufacturer 
Alliance.” The main objective of the session, Peters told 
Play Meter, is to investigate the possibility of operators 
investing into a major manufacturer and forming a 
committee to work closely with a specific manufacturer. 
Such a committee, Peters said, would be geared to elicit 
input from operators as far as what kinds of modifi- 
cations should be made on present games and what sort 
of designs to incorporate into future games. This com- 
mittee would be the direct liaison between the operators 
and manufacturers. 

The result of such a liaison, Peters said, would be a 
more profitable business for all concerned—the manu- 
facturer, distributor, and operator. 

Peters, who initiated the proposal and asked for the 
AOE to supply the meeting space, said an operator 
initiative where operators “invest to purchase shares of a 
target company could generate a significant amount; 
and, operators would have input into what kinds of 
games they want to see.” 

The Wildcat Chemical president told Play Meter, 
“Manufacturers are suffering just as muchas distributors 


approach a target company with a proposal of forming an 
alliance, I think operators could help redirect this indus- 
try and get it back on its feet again.” 

Peters continued, “The problem recently has beena 
lack of leadership in this industry, a lack of direction. I’m 
hoping this session will turn all that around.” He said his 
initial reaction from manufacturers has been “sur- 
prisingly receptive, extremely surprisingly receptive!” 

He said the after-hours session, which is scheduled 
to start at 6:30 p.m. and run as long as necessary, would 
be a free-wheeling period. “We’ll have manufacturers, 
distributors, and serious-minded operators,” he said. 
“We'll also probably have a couple of attorneys to advise 
us on the feasibility of proposed plans for the alliance and 
the SEC implications of various plans. 

“We’re not going into this meeting with any pre- 
conceived notions. We’re not going to have things 
finished by a predetermined hour. What we’re going to | 
do is bring together people from all segments of this 
industry. We’re going to get in this room, and we’re going 
to hash this thing out until we come to some sort of 
resolution,” he said. 

“It may come in any form,” he continued. “It may 
even come in the form of operator purchases of games 
that will translate into company shares. I don’t know 
what form it will take. I suspect there will be people | 
entering that room who will have some definite ideas how 
best to accomplish our goal, which is to bring the opera- 
tor into direct communication as far as what is made into 
a game. 

There will be no admittance fee for the session, and 
all interested persons are invited. 

The “Operator/Manufacturer Alliance” session will 
run Saturday, March 30 at 6:30 p.m. at the Sheraton New 
Orleans Hotel. That is one hour after the AOE’s after- 
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THE ORIGINAL : 
TAKES A GIANT 
STEP FORWARD 


Don't be fooled by imita- 
tions. Only STATUS has the 13” high resolution New long lasting 
original TRIV-QUIZ™ I, IL, color monitor metal cabinet 


and III. Now better then 
ever for more fun, more 


Power out, 
profits. 


on and off 
rt switch in back 


Handles for 


Easy service 


from front easy moving 
Easy . 
conversion Excessively large 
ability locked cash box 
Easy to service Directional 
slide out electronics turn table 


* Longer lasting in 
location 


* Also available in tradi- 
tional upright cabinet 


* The most advanced 
computer game system 


Conversion Kits available 
for any style video game 
including cocktail tables. 


%* Thousands of * Advertising feature 
questions in numerous 
categories * One or two players 


% Reveal or conceal 
STATUS GAME CORP. 


* Conversion Kit up- 
correct answer to players © COPYRIGHT 1984 


dates available 


17A Culbro Park, West Hartford, CT 06110. Telephone: (203) 278-1397 


2901 South Higland, Las Vegas, NV 89109. Telephone: (702) 731-4940 
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Another vending profit-maker from Philip Morris. 


The Maxi Credit Vend Coin Channel ~— 
makes your National ACMR 
work harder for you. 


if 


Now, with the Maxi Credit Vend, you can extend 
the capability of your National 20/22 column — 
cigarette machines to $2.50 using dimes and 
quarters, in any order. 


__ The Maxi Credit Vend 
© mechanical conver- 

- sion is durable and 
quick and easy to 
install. It) abe no 

- electricity. . 
~ Philip Morris Se 
~ supply Maxi Credit 


_. Vend channels which 
Bers = can be installed at 


y 


Peyt  e your locations in 

3 De OU TU approximately 20 

ee Sy minutes per machine. 

ee “Call your Philip. i 

po are ahs ae _ _. Morris representative 

aoe -_ nowand learn how, 

pS ae. ge you can qualify for the Maxi Credit - 


oe et : “ Vend coin channels which will make . 
ot, Sale «your machines work harder for you: mae 
| | This program is one more example of 
| Our on-going commitment to the 
) vending industry. Make Philip Morris 
_ your Partners in Profits. Ss 
Patent Pending J 
wie Philip Morris USA. : ry eA C Philip Morris Inc. 1985 
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